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lifty-fifth Year, No, 29 


Large U.S. Group to 
Attend Hemispheric 


Conference in Brazil 


Rio de lensive, | Sac Paulo Head- 
quarters of Delegates from Many 
Nations in This Hemisphere 


NAMES OF U. S. DELEGATES 


Speakers Include Putnam, Byrne, 
Manton, Van Hoven, Woodward, 
Lafrentz, Goerlich and Others 


The United States delegation to the 
Fifth Hemispheric Insurance Confer- 
ence in Rio de Janeiro and Sao Paulo, 
Brazil, which will be held August 19-29, 
is not only a large one but representa- 
tive of the various divisions of insur- 
ance. Many of these executives will be 
accompanied by their wives. They will 
embark from this country by both plane 
and boat. Those going by boat will sail 
on either the Argentine or the Brazil 
of the Moore-McCormack Lines. 

All the insurance men are especially 
interested in seeing Sao Paulo, said to 
be growing now to a great industrial 
metropolis and said to be growing faster 
than any city in the world. Near Sao 
Paulo they will see the Volta Rodonda 
steel mill and the Forcacava power 
plant, great modern industrial works. 


To Stress Freedom of Insurance 


The Conference will again stress the 
importance of freedom oi private insur- 
ance from government competition or 
undue restriction; improvement of the 
service performed by private insurance; 
encouragement oi further hemispheric 
exchange of educational material and 
education techniques. 

Arthur C. Goerlich, dean of the School 
of Insurance, Insurance Society of New 
York, who will attend the Conference, 
has arranged a group of papers on in- 
surance educational organization and 
techniques. 

Highlighting the social program will 
be a reception given by the U. S. dele- 
gation August 21 in honor of James S. 
Kemper, U. S. Ambassador to Brazil, 
and chairman of the Lumbermens Mu- 
tual. In turn, Mr. Kemper will be host 
to a reception for the U. S. delegation 
and a selected list of prominent business 
leaders. 

The Delegates 


Arrangements for the Conference 
have been made by Chamber of Com- 
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Credit Life Insurance 
Total Now In Force 
Exceeds $9 Billion 


Covers About 18 Million Individual 
Loans, Ten-fold Increase in 
Ten Years 


BIG RUNOFF EACH YEAR 


Purchases Last Year Were 37% 
of Total Amount of Credit 
Life In Force 


_ The growth of credit life insurance 
in recent years has been phenomenal. 
From a total of $275,000,000 ten years 
ago this business surged to $8,706,000,000 
at the close of 1953. This latter total 
covered 17,861,000 individual loans. The 
amount in force ten years ago repre- 
sented only 1,856,000 loans. The number 
of borrowers covered has increased al- 
most ten-fold since 1943, the Institute 
of Life Insurance reports. The total in 
force today exceeds $9,000,000,000. 


Group and Ordinary Written 


Credit life insurance is the type writ 
ten by life companies through lending 
institutions and covering their borrow- 
ers in the amount of their loans. This 
type of protection is written in two 
ways, as Group insurance and also as 
Ordinary insurance. At the start of this 
year, the Group credit life insurance 
ownership totaled $6,855,000,000, in 13,- 
550,000 individual certificates, under 19,- 
000 master policies; at the same~-time 
Ordinary credit life insurance totaled 
$1,851,000,000, in 4,311,000 individual poli- 
cies. 

Inasmuch as this type of insurance 
applies primarily to small loans, the 
average size of policy in force is rela 
tively small, being only about $490. Also, 
the annual purchases are relatively large 
in relation to the amount in force, as 
the loans covered are usually of short 
duration. Last year, for instance, the 
purchases of credit life insurance, taking 
into account the new Group contracts 
and Ordinary policies, totaled $3,250,- 
000,000, about 37% of the $8,706,000,000 
in force at the end of the year. 


How Credit Life Has Grown 


The great increase in the use of 
credit life insurance especially in recent 
years is shown in the following tabula 
tion by the Institute of Life Insurance 


Amount of 
No. of Credit Lite 
Loans Insurance 
Covered in Force 
ot ee 2,563,000 380,000,000 
1941 3,019,000 469,000,000 
1942 2,464,000 355,000,000 
1,856,000 275,000,000 
1,752,000 290,000,000 
2,110,000 365,000,000 
3,390,000 729,000,000 
4,845,000 1,210,000,000 
6,141,000 1,729,000,000 
7,951,000 2,531,000,000 
- 3,889,000,000 
4,818,000,000 
6,435,000,000 
8,706,000,000 
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R. B. Coolidge Says Agents Should 
Constantly Improve Themselves 


Aetna Life Regionnaires, 


the company’s leading producers, 1 
a series of four meetings. Two were held at White Sulphur Springs, W. Va., 


have completed 
one 


at Miami Beach and the other at Sun Valley. These regional meetings were under 


the direction of Vice President Robert B. Coolidge, 


the business sessions being 


opened by Donald E. Hanson, director of agencies. 


The theme of Mr. Coolidge’s talks put 
emphasis on the necessity for the agent’s 
own development of himself, saying that 
the agent of the future must especially 
take advantage of all the opportunities 
which are at hand for him to take. He 
explained how this growth can be ac- 
complished. At the start it is obvious 
that the more competent an agent be- 
comes, the more likely is he to succeed, 
so the agent must ever add to his knowl- 
edge. But knowledge is a broad term. 
It does not mean just that he make him- 
self more proficient in life insurance 
operation, but also.is concerned about 
his ability in relationship with personal 
and family problems, contacts, estate 
settlement matters and business situa- 
tions. ; 

“If you have not the skill to solve 
problems which you observe in all of 
these areas, you must increase your skill 
in that direction,” he continued. 


A Field of Aid to Dependence 


Mr. Coolidge said that agents are in 
a field of life where there is a great 
deal of dependence as well as independ- 


ence. Every observer of life insurance 
knows of the degree of independence 
which success in selling insurance 
brings, but he wanted to dwell for a 


time on that dependence where people 
who need help go to someone for re- 
lief. Probably in no other business do 
salesmen have so much contact with 
people who need help, or who know 
the reasons why this help is needed or 
who know how the help can be given. 
It is the dependence of people who need 
economic assistance, often have what 
looks to them to be unsolvable problems, 
people who look around for someone 
in a position to be instrumental in fur- 
nishing relief. 

Now, asked Mr. Coolidge, for what 
type of an_ individual are they really 
looking ? If it is simply a matter of 
getting a loan there are various avenues 
available, but it is a lot more serious 
than that. Not just a money transaction, 
but often involved are matters of human 
relationships and intimate ones, too. 


The Confidence in Agents 


“The man to whom they must go must 
of necessity be someone in whom they 
have implicit confidence; can be ex- 
pected to furnish sound advice, but who 
also is in a position to help cleaf from 
their sky the ominous economic clouds,” 
he said. 

“It is a signal triumph for life insur- 
ance performance over the decades that 
so many people regard the agent as the 
man whose counsel and help they need 
and which they value most. But, de- 
pending so much upon the agent, it 
would be very sad indeed if this de- 
pendence should prove to be leaning on 
a broken reed. Fortunately, the agent 
has many equipments that operate in 
the interest of the prospect and one im- 
pregnable relief that can operate most 
immediately is the life insurance policy. 

“Then, there are other important as- 
pects. That prospect has trusted you, 
the agent; has opened his heart to you. 
He must be given the correct advice. 
The prospect’s problems, personal as 
well as family, must be handled with 
skill as well as tact. If that be not done, 
the institution of life insurance itself 
is damaged. The incompetent agent will 





ROBERT B. COOLIDGE 


make it more difficult for others to 


sell.” 
Leadership 


For an agent to be successful he must 
appreciate that he is'a leader of men 
and the lead must be in the right direc- 
tion. He leads his clients away from 
the path of financial disaster for them- 
selves and their families into the path 
to security, happiness and independence. 
“The stronger the agent’s leadership the 
more it can be used for many good 
purposes. So my advice is for an agent 
to keep on growing; continue to de- 
velop himself.” 

Mr. Coolidge also emphasized the ne- 
cessity for an agent being a good busi- 
ness man which means ability to run his 
own office and conduct his own opera- 
tions as efficiently as an able business 
man handles his affairs. If insurance 
agents are not business-like a serious 
aftermath may prove harmful to their 
clients as well as themselves. 


Citizen Obligations 


Mr. Coolidge also emphasized the de- 
sirability of agents making definite 
contributions to their communities, go- 
ing out and working for it. He knew 
that many people ignore or are indiffer- 
ent to communal obligations. That in- 
difference is quickly sensed by neigh- 
bors and the city’s leaders. The closer 
this community situation is observed the 
greater the wonder that more people do 
not assume civic responsibilities the un- 
dertaking of which add to the citizen's 
prestige. Community work is not like a 
club or a lodge. There are no bars pro- 
hibiting honest men from engaging in 
such activities. There is no blackballing; 
no initiation fee; no examinations to 
pass. Every citizen can perform some 
task for civic improvement. And no 
citizen should be more willing to par- 
ticipate in such activity than the agent. 

In further discussing self development 
Mr. Coolidge said that time taken in 
self-improvement is exceedingly well 


spent. He saw nothing wrong with re- 
laxation, but only of too much relaxa- 
tion. 


“When you work hard you form work 





habits,” continued Mr. Coolidge, “and 
that means just what it says: you get 
into the habit of doing things and it 
becomes a natural process: the habits of 
seeing people, of knowing what to say 
in interviews, of following up, of appre- 
ciating where you are going and and the 
habit of getting there. 

“Man by nature is really happy when 
he is doing somet hing, but happiest when 
what he is doing is helping other people 
get more out of life and protecting 
those for whose welfare there is respon- 





DONALD E. HANSON 


sibility.” 

Salesmanship Must Ever Be Kept 

in Mind 

In conclusion Mr. Coolidge said that 
agents are in a sales business having 
strong professional aspects. Therefore, 
with all the skill they accumulate, all 
their self development in so many facets, 
they must never forget that they are 
salesmen and the more superior they are 
as salesmen the better. The future, he 
said, belongs to the man who has earned 
it. 





Other White Sulphur Speakers 





Among those who spoke at White 
uphur Springs were G. W. Manhold 

Newark; George Azar, Jr. of the 
Scranton agency ; Ray E. Goewey, gen- 

eral agent in Springfheld, Mass.; Clyde 
Aol of Columbia, S. C.; Carleton J. 
Chapin of Scranton; H. J. McLaurin of 
Detroit; Charles Greeley of Des Moines; 
Max D. Shriver, St. Paul; Bryant Rich, 
St. Louis; Kenneth J. Fellin, Williams- 
port; and Charles E. Shepard, IT. 

Mr. Manhold, a graduate of Syracuse 
University, is a former Federal Bureau 
of Investigation agent. He joined Aetna 
Life in 1949, has been five times a re- 
gionnaire, is president of the Kiwanis 
Club of Madison, N. J., and in college 
was an All-America soccer player. 

Mr. Azar was a football coach in cen- 
tral Pennsylvania, and has been a 
teacher. He wrote almost a million of 
production in his first year in the busi- 
ness and is only now in his second year. 

Mr. Goewey is a prominent alumni of 
Colgate, who began his insurance ex- 
perience in New York Citv. He became 
general agent in Springfield in 1945 and 
his agency won the President’s Trophy 
in 1952. Formerly, he drove trotting 
horses and is still fond of that type of 
driving. 

Mr. McLaurin, who owns his own 
aeroplane, uses it in attending conven- 
tions. His talk at White Sulphur Springs 
was on pension trusts. Mr. Sisson spoke 
on business insurance; Mr. Chapin on 
estate taxes; Mr. Group; 
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—what he 
portant spot the agent occupies in solu- 


NEW BOOKLET ON ESTATES 


Aetna Life Tells How Insurance Pro- 


tects Them Against Shrinkage 
Hazards 
The Aetna Life at its regional conven- 
held distributed a new book 
has issued supporting one of 


It tells the prospect what his hazard i 
can do about it and the im- 


tion of these problems. 

The title of the booklet is, 
Leaving Your Estate to More People 
Than You Think?” The booklet says: 

“You want the bulk of your property 
to pass to your heirs—not your credi- 
tors, administrators and tax collectors,” 
and it tells how this can take place. 

Among unusually interesting pages in 
the booklet are those illustrating what 
shrinkages in estates of different 
amounts are. “Proper arrangement can 
save a lot of the shrinkage,” the com- 
pany says. One of the insurance plans 
recommended is the Aetna’s estate con- 
servation plan. 


Mr. Rich on accident and health; Mr. 
Fellin on estate taxes; and Messrs. 
Shriver and Shepard on Estate Control 
Plan. 

Two of the panels were entitled “Cor- 
porate Dollar,” (with Roe A.. Maier, su; 
perintendent of agencies as moderator) & 
and “Personal Dollar” (with E.+ H: 
Snow, superintendent of agencies, as 
moderator). 


“Are You 





Necessity of Habit Forming 


Mr. Goewey in discussing successful 
agents he had met and analyzing why 
they reach so many of their objectives 
said that their common denominator was 
coupling with knowledge fundamentals 
of the business and extremely intelligent 


methods of prospecting, with corres- 
ponding follow-up. In discussing one of 
Springfield’s able agents, Allan C. Boas 


, of the Aetna, he said he was a good ex- 


ample of habit-forming. “He has formed 
the habit of constant digging for names 
and seeing as many of them as possible,” 
said Mr. Goewey. “That is a difficult 
habit to break and he does not want to 
break it. As a result, he never runs out 
of prospects. And this is because time 
is so limited he cannot see all of them.” 


Why Men Enter Life Insurance 


The reasons motivating regionnaires 
entering life insurance were discussed 
by G. W. Manhold. 

“Some feel they are in a rut and are 
under too much pressure,” he said. “Life 
insurance looks to them as an opporiun- 
ity to get ahead faster. Others feel that 


in a life insurance career they are more 
masters of their own time and that it 
offers them more independence. Per- 


haps the example they see of successful 
men who are agents makes them want 
to be agents. Furthermore, there is no 
doubt many enter because they feel the 
business will give them an extra lift; 
will place them in a position of being 
able to help other people. The satisfac- 
tion of making new friendships and hav- 
ing them sealed in confidence counts for 
much. It is the stimulus felt by an 
agent when he knows he has the grati- 
tude of a bereaved family. It is enjoy- 
ing the warmth of personal relationships 
which comes from working with clients 
who are thankful of what a life insur- 
ance company has done for them, their 
wives, children, and the education of 
the latter. The opportunity furnished 
by insurance, in keeping up the owner- 
ship of a home on which there is a 
mortgage, and to participate in a client’s 
retirement plans, also has considera- 
tion.” 
W. VA. DEPUTY ‘AT AETNA MEET 
The West Virginia Insurance Depart- 
ment was represefted at the Aetna 
Life’s regional convention in White Sul- 
phur Springs by James V. Smith, Deputy 
Insurance Commissioner of that state. 
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Colonial Life General Agency Group 





Holds Educational Conference 


Panel of Outstanding Life Insurance Executives Highlight of 
Skytop Meeting; Richard B. Evans, Eric G. Johnson, Ralph 
R. Lounsbury, H. Bruce Palmer, Harry Gardiner, Featured 


A panel of outstanding life insurance 
executives presented some sparkling and 
helpful ideas to a gathering of agent 
and general agent members of the Co- 
lonial Life’s Ordinary department at an 
educational conference held at Skytop 
Lodge, Pa., from June 27-30. The panel 
was composed of Harry Gardiner, gen- 
eral agent emeritus, John Hancock; 
Ralph R. Lounsbury, president, Bankers 
National Life, and president, American 
Life Palmer, 


Convention; H. Bruce 


president, Mutual Benefit Life; Richard 
B. Evans, president, Colonial Life. The 
meeting was opened by Eric G. Johnson, 
Colonial vice president, who presided at 


stantial part of the agent’s time should 
be spent on that phase of his job? (2) 
Business insurance, pension plans and 
estate analysis work provide an increas- 
ingly fertile field for new business, but 
how soon should an agent tackle such 
activity after entering the business? Is 
there a danger in attempting such work 
at too early a date in a new agent’s 
(3) What effect will the 
the new Social Security 
program have on our (4) 
What impact will the proposed Federal 
Tax revision program have on our fu- 
ture growth and opportunities? (5) In 
your estimation, should less emphasis be 


experience ? 
expansion of 
business ? 





Left to right—Ralph R. Lounsbury, H. Bruce Palmer, Richard B. Evans, 
Harry Gardiner and Eric G. Johnson. 


the conference and introduced the four 
panel members. 

Each member of the panel of execu- 
tives was asked by the chairman for his 
his own view on_ several significant 
questions prominent in the minds of life 
men throughout the country. Their an- 
swers provided interesting and enlight- 
ening opinions out of their own long 
experience and background in life in- 
surance. 

This was followed by questions from 
the audience and a lively discussion con- 
tinued the panel session for most of the 
morning session. Some of the questions 
asked were as follows: (1) It has often 
been said that prospecting or creating 
a personai market is the most important 
part of an agent’s work. If this is so, 
does it necessarily follow that a sub- 


placed on the writing of Term insur- 
ance? (6) What inroads is Group insur- 
ance making on the sale of Ordinary life 
insurance ? 
Importance of Prospecting 

The basic importance of prospecting 
was discussed by Mr. Gardiner. He em- 
phasized its vital significance as a factor 
in an agent’s progress. He said further 
that his own life program had been his 
best investment over the years and 
urged that field men carefully review 
their own life insurance programs to see 
if they measured up to their individual 
needs. 

Mr. that 
agents devote more time in getting par- 


Gardiner also advocated 
ents and grandparents interested in ac- 
quiring life insurance for their children 
and grandchildren. In his opinion this 





vast market was being overlooked and 
the advantages of starting children early 
in life on a life insurance program as 
their first investment should be demon- 
strated by more agents. Mr. Gardiner 
also said sometimes agents become over- 
anxious to specialize in selling larger 
policies, Group insurance, pension trusts, 
etc., to the extent that their fertile nor- 
mal market was often neglected. 

Mr. Palmer said that too many men 
are lost to the life insurance business 
because of a lack of a definite prospect- 
ing plan. He also stressed the fact that 
continued education was an important 
factor to progress because of changing 
conditions affecting our business and 
peoples’ needs. He advocated that all 
agents devote at least one hour each day 
for study in order to improve and better 
equip themselves for their work. 

In his opinion, many agents get off 
the main track in their prospecting 
methods and lose sight of the funda- 
mentals because they are misled into 
going after the big cases. He also felt 
that many agents were wandering too 
far afield and more emphasis should be 
placed on the actual selling fundamentals 
of our business. Mr. Palmer said too 
much Term insurance was being sold 
today in relation to the need. He 
pointed out that few Term life insur- 
ance contracts, if any, run beyond age 
65 at which time, the policyowner is 
left unprotected. We must not lose 
sight of our responsibilities to the in- 
suring public, he said, because Term in- 
surance pays a benefit only in the event 
of death and fails to take care of the 
contingency of living too long. He also 
mentioned that a large percentage of 
the public felt they owned adequate 
insurance due to the relatively large 
amounts of Group insurance being sold 
and here again he emphasized the need 
for the agent to stress the importance 
of individual initiative in purchasing 
permanent life insurance on a personal 
need basis. 


Sales Courage Essential 


Mr. Palmer said that sales courage is 
essential to success for a new man. He 
related his own experience in the busi- 
ness and felt many new men lack the 
courage and conviction to meet their 
prospects on even ground. He also felt 
the training of new men was a respon- 
sibility of the general agent and urged 
more joint work with the new agent 
in the field. 

Mr. Lounsbury discussed some of the 
new developments in the life insurance 
business. He then outlined the new 
amendment to the Social Security Bill 
which is pending in Congress. He felt 
the new amendment would defeat the 
original aims and purposes of Social Se- 
curity. It was his feeling that the new 
bill would be of far greater benefit to 
the large income group than the small 
income group. He felt it was the duty 
of the life insurance agent to tell the 
real story to the public and urged them 
to sell the public on individual initiative. 
In his estimation he said it was a fallacy 
to believe that government can do things 
for the people without eventually in- 
creasing the cost to them. He voiced 
an optimistic viewpoint when he said 
the new bill would again help the public 
to realize the need and necessity for 
purchasing additional life insurance to 
augment their own retirement needs. 
As president of the American Life Con 
vention, Mr. Lounsbury said that or- 
ganization had reviewed the new tax 
bill and found 33 definite items that 
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were discriminating in the new pro- 
posed setup. 
Mutual Fund Plans 


The question of mutual fund plans 
combined with group-creditor life in- 
surance was discussed and all were in 
agreement that it was inimical to the 
buyer’s welfare and best interests be- 
cause such a tie-in presupposes the 
legal obligation of the purchaser’s estate 
to complete payments due under an in- 
stalment investment purchase. 

Mr. Evans summed up and outlined 
the many unlimited opportunities which 
the life underwriter has to serve the 
public today. He reviewed the social 

(Continued on Page 8) 
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viewing policyholder programs to 
make sure they meet with chang- 
ing family needs. 
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THERE’S REAL PROTECTION FOR THE MAN FROM EQUITABLE 


He has lifetime security—under one of the finest over-all 
insurance and retirement programs in the insurance field today 





Insurance for the insurance man— Equitable 
really believes in it! 


Equitable offers its own people one of the 
best insurance and retirement programs. 


The coverage available to Equitable repre- 
sentatives includes: 


@ group life insurance up to $20,000 


@ accidental death insurance 
up to $10,000 additional 


@ hospital expense insurance* 


@ surgical expense insurance* 

@ basic medical expense insurance* 

@ major medical expense insurance* 

@ and retirement benefits that start at 65 

*for agent, wife and minor children 

More than six hundred Equitable men and 
women today receive retirement income. 
Many of them keep on selling and still draw 
benefits. Renewal commissions continue in 
every case. 

A selling career with Equitable offers more 


than a good living. The man from Equitable 
builds a lifetime of security—and his future 
gets brighter each year. 


THE 


EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 


HOME OFFICE: 393 SEVENTH AVENUE, NEW YORK 1, N. Y. 
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Advanced by Prudential 


PAFF 


HAROLD G. 


Appointment of Harold G. Paff of Van 
Nuys as executive general manager of 
administration was announced by the 
western home office of The Prudential. 

Mr. Paff joined Prudential as a clerk 
in the actuarial division of the home 
office, Newark, in 1934. After a series of 
promotions he was transferred in 1948 
to the newly formed western home office, 
where he has been actuarial director. _ 

He is a Fellow of the Society of 
Actuaries and is a past president of the 
Los Angeles Actuarial Club of the 
Pacific States. 


Myer Agency Leads Company 

The New York (Myer) agency of 
Mutual Life of New York led all the 
company *s agencies throughout the coun- 
try in both volume of insurance sold 
and number of policies sold during the 
first half of 1954, it was announced by 
Stanton G. Hale, vice president for sales. 
The agency is managed by Richard E. 
Myer, CLU. 

The Boston (Meehan) agency, man- 
aged by John P. Meehan, held second 
place in volume of insurance sold during 
the period. Kay R. Hodgkinson’s San 
Diego agency ranked second in number 
of policies sold. 

The Portland, Oregon agency, man- 
aged by Wilbur K. Hood, CLU, placed 
third in both volume of insurance and 
policies sold. 


Berry, McGee Appointments 


The Massachusetts Mutual has ap- 
pointed Walter G. Berry, Jr., and 
Howard R. McGee as district Group 
representatives associated with Group 
Regional Manager Guy M. Hamm in 
Cleveland. 

A native of Massillon, Ohio, Mr. Berry 
attended Fenn College, Cleveland. Prior 
to joining the Massachusetts Mutual he 
Was a cost accountant and had five 
years of experience in the Group insur- 
ance field. He was three years in World 
War II in the European Theater being 
discharged as a staff sergeant. He has 
the Meritorious Service Patch, Purple 
Heart and a Presidential Citation. 

3orn in Keeseville, N. Y., Mr. McGee 
is a graduate of Brown University where 
he belonged to the Student Council. He 
is a Navy veteran of World War II in- 
cluding two years in the Pacific. 





Women’s Hospitality Comm. 


Wilson, 
committee of th 


chairman of the 
Women’s 


Marion 
hospitality 


Quarter Million Dollar Round Table, and 
Helen V. McCoy, chairman of the NALU 
women’s hospitality committee, are busily 
working on plans for the NALU Boston 
convention. 





Dr. McGill Appointed 
To Huebner Foundation 


SUCCEEDS LATE DR. McCAHAN 





Associate Professor of Insurance in 
Wharton School; Has CLU 
Designation 





Dr. Dan M. McGill, associate pro- 
fessor of insurance at University of 
Pennsylvania, has been named executive 
director for the administrative board of 
the S. S. Huebner Foundation for In- 
surance Education at the University. 
The appointment, announced by Dr. Ed- 
win B. Williams, provost of the Univer- 
sity, fills a vacancy created by the re- 
cent death of Dr. David McCahan, who 
held the post for 12 years. 

Dr. McGill, a Chartered Life Under- 
writer, holds a B.A. from Maryville Col- 
lege, an M.A. from Vanderbilt Univer- 
sity, and Ph.D. from Pennsylvania. He 
has been active in both teaching and re- 
search in the insurance field and is the 
author of “An Analysis of Government 
Life Insurance,” published in 1949. He 
also has contributed numerous articles 
to life insurance journals. 

One of the first to receive a Huebner 
Foundation Fellowship, Dr. McGill 
studied at Pennsylvania during 1941-42 


Joins North American Life 


Appointment of Raymond W. Johnson, 
Minneapolis, as assistant to the presi- 
dent of North American Life and Casu- 
alty Co., was announced by H. P. Skog- 
lund, president of the company. Mr. 
Johnson goes to his new position after 
15 years of government service as a spe- 
cial agent with the Federal Bureau of 
Investigation. Before that time he served 
as secretary to Congressman Henry 
Arens of Minnesota. In that capacity he 
also served as speaker of “The Little” 
Congress, an association of the secre- 
taries of congressmen and senators in 
Washington. 





before entering military service. He re- 
turned to the University to resume his 
work under the fellowship in 1946. 

In 1947-48 he was an assistant pro- 
fessor at the University of Tennessee, 
and from 1948 to 1951 he was on the 
faculty of the University of North Caro- 
lina where he held the Julian 'Price 
Chair of Insurance as an associate pro- 
fessor. 

Dr. McGill has been an associate pro- 
fessor of insurance in the Wharton 
School of Finance and Commerce at 
Pennsylvania since 1952 and also serves 
as research director of the Pension Re- 
search Council of the Wharton School. 








FOUNDED IN 1867 
IN DES MOINES 


the Cal pany's highly success- 
ful direct. mail plan, keep on 
helping its Career Life Under- 
writers get the job done. "Gift" 
letters mailed out during the 
past twelve months secured 
highly informative reply card 
returns of 12.61%. 
proach letters, based on spe- 
cific-need follow-up calls, and 
the backbone of the system, 
were outstandingly successful 
in opening doors to sales. 


EQUITABLE LIFE INSURANCE 











Pre-ap- 









COMPANY OF IOWA 








FLORIDA OPPORTUNITY 
Sales Promotion Assistant for nationally 
known company. Must be good copy 
man. College graduate. State present 
salary and experience. Box 2258, The 
Eastern Underwriter, 93 Nassau Street, 
New York 38. 

















Mass. Mutual Names Hopkins 
Eastern Group Manager 





Arthur Johnson 
GEORGE E. HOPKINS 


George E. Hopkins, formerly assistant 
director of Group sales, has been named 
Group regional manager for the East- 
ern region comprising the Middle At- 
lantic states, with headquarters in New 
York City. 

A native of Providence, Mr. Hopkins 
entered Dartmouth College, his college 
course being interrupted for three years 
while he was in the Army Air Force 
in European theater. After graduation 
from Dartmouth, Mr. Hopkins joined 
Massachusetts Mutual as district Group 
manager at Springfield. In 1952 he be- 
came assistant director of Group sales. 
He has been secretary-treasurer of the 
Springfield Dartmouth Alumni Club and 
a member of the Life Underwriters As- 
sociation, United Fund and the Univer- 


sity Club. 


Business Men’s Assurance 
Marks 45th Anniversary 


The 45th anniversary of the Business 
Men’s Assurance was observed July 1 
at the home office building in Kansas 
City with a celebration honoring its 
founder and chairman, W. T. Grant. 

Forty-five years ago Business Men’s 
Accident Association, which in 1920 be- 
came the Business Men’s Assurance 
Company of America, opened its doors. 
The first offices were located in one 
room of the old Keith and Perry build- 
ing in Kansas City. The office force 
consisted of Mr. Grant and one 
stenographer. Today the company’s 
home office employes alone number more 
than 750 and there is an equal number 
of fieldmen located throughout the 
United States and in Hawaii and Guam. 

Mr. Grant sold the first 500 applica- 
tions that were needed to obtain a 
charter for the new company. Today 
BMA has over $770 million life insur- 
ance in force and a comparable volume 
of accident and health insurance. 

During the anniversary ceremony, L. 
D. Ramsey, vice president and controller 
of BMA, presented Mr. Grant a 45-year 
diamond service emblem. In his response, 
Mr. Grant expressed his appreciation of 
the loyalty of his associates in the home 
office and field and predicted even more 
rapid progress for BMA in the future. 
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E. I. du Pont Asst. Treasurer 
Continental American Life 





Davis Studios 


ELEUTHERE I. DU PONT 


Claude L. Benner, president of Con- 
tinental American Life of Wilmington, 
announced the appointment of Eleuthere 
I. du Pont as an assistant treasurer of 
the company. Mr. du Pont came to 
Continental American from Equitable 
Security Trust Co. of Wilmington where 
he had been employed for the past seven 
years. 

Mr. du Pont is an alumnus of Williams 
College, Class of 1943, and also attended 
Harvard Graduate School of Commerce 
and Business. During the war he served 
in the air force and for two years was 
a member of the 707th Heavy Bomber 
Squadron based in England. Upon being 
released from the service, he joined the 
Equitable Security Trust Co. 

In addition to his financial education 
and banking experience, Mr. du Pont 
has been active in many civic organiza- 
tions. He is a member of the Board of 
Water Commissioners of Wilmington, 
treasurer and vice president of Wilming- 
ton Society of Fine Arts and treasurer 
of the American Cancer Society, Dela- 
ware Division. 


Minnesota Mutual Life’s 
Director of Publicity 


Harold J. Cummings, president, Minne- 
sota Mutual Life, has announced the ap- 
pointment of E. Richard Schlattman as 
director of publicity and advertising for 
the company. 

Mr. Schlattman, a 1948 graduate of the 
University of Minnesota School of 
Journalism, has been active in various 
phases of the advertising business. He 
was with the advertising department of 
the Minnesota Mining and Manufactur- 
ing Company until 1952, when he was 
recalled to active duty in the Navy Air 
Corps. 

He has also been assistant advertising 
manager for the Weyerhauser Sales 
Company; production manager for the 
Melamed Hobbs Advertising Agency, 
and account representative and copy- 
writer for the Greve Advertising Agency. 


Named by Toronto Mutual 


Clifford K. F. West has been named 
assistant general manager and secretary, 
Richard R. Braham as assistant general 
manager and treasurer, and Nelson Ped- 
lar as assistant general manager and 
agency supervisor for Toronto Mutual 
Life. 


Hear Ralph Griggs 

Ralph Griggs, CLU, Metropolitan Life, 
Indianapolis, was the speaker before the 
annual meeting and all-day outing of the 
Tri-County Association of Life Under- 
writers in Franklin, Ind., this week. 

Mr. Griggs, immediate past president 
of the Indianapolis Life Underwriters 


Association and a_ newly-elected vice 
president of the 2,000-member Indiana 
Association of Life Underwriters, spoke 
on “What Successful Men Are Doing 
To Be Successful.” 


Great Southern Club to Meet 
On 4-Day Great Lakes Cruise 


Great Southern Life’s Great Southern 
Club, whose 188 members had a paid 
production of more than $71,000,000 last 
year, will hold its annual meeting next 
September in the form of a four days 
cruise on the Great Lakes. President of 
the club is Price J. Perrill. Seven of 
its members had a paid volume each of 
more than $1,000,000. Leader of the com- 
pany is D. L. Myrick of Lake Charles. 


Great-West Life Completes 
Biggest Six-Month Period 


With placed business for June amount- 
ing to $29,012,000, Great-West Life has 
completed the most successful six-month 
period in its history. June was also the 
largest individual accident and _ health 
sales month in the company’s history. 

The Earl M. Schwemm_ Chicago 
agency led the company for the seventh 
consecutive month, with a total of $1,- 
978,816. Winnipeg was the leading 
Canadian branch with $1,612,599. 











Group Coverages — 


Premiums Accepted 





SALES AIDS 


Liberal Underwriting — 
you may be surprised at our favorable consideration of such histories 
as — skull fracture, malaria, diabetes, gout, prostatectomy, hyster- 
ectomy, ruptured intervertebral disc, etc. 

Complete Juvenile Underwriting — 
including payor benefit. Progressive Protection policy, written 0-15, 
automatically expands fivefold at age 21 without increase in premium. 

Business Insurance — 
with flexible settlement options enables you to carry out programming 
to meet individual needs in connection with Stock Purchase, Stock 
Retirement and Partnership Purchase Plans. 

Flexible Settlement Options — 
provide almost unlimited methods for distribution of proceeds including 
privilege of taking part in cash and part under options or of leaving 
at interest temporarily and changing to another option later. 

Disability Income Provision — 
provides $10 per month per $1,000 with coverage to age 60, issued 
to males 21-55. 

Premium Payments Can Be Changed at Any 
premium due date, not necessarily the policy anniversary, giving 
flexibility of payment dates in arranging programs. 

Both Renewable and Convertible Term — 
also popular policies combining Ordinary Life and Term. Riders 
designed to cover the outstanding balance of a mortgage or to pro- 
vide family protection may be attached to basic policies. 

Special Class Underwriting 
offered in wide range with issues in substantial amounts up to 500% 
of expected mortality in many cases. 


complete across-the-board underwriting. Our convenient nation-wide 
Group district offices expedite service. 


up to 20 years in advance at 22% discount. Maximum amount con- 
sidered on individual basis. 
55% Graded Commission Schedule. 
Pension Trust Service — 
complete comprehensive coverage without farming out portions of 
your case. 
Liberal Dividend Schedule — 
results in low net cost. 


Massachusett Mutual 


ORGANIZED 1851 


From full-time representatives of 
other life companies we invite 
only surplus and special business. 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
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Patterson to Retire; 
Kenny to Take Post 


MASS. MUTUAL CHANGE AUG. 1 


Patterson Former President of New 
York City Underwriters Asso- 
ciation; Kenny’s Career 


Lloyd Patterson, general agent, Massa- 
chusetts Mutual Life, 17 East Forty- 
second Street, New York City, one of 
the best known general agents in the 
city, is retiring at the end of this month 
and will be succeeded by John Edward 
Kenny, who has been associate general 
agent of the agency since September, 
1953. Mr. Patterson has spent 34 years 
in the life insurance field of Greater 
New York; is a former president of Life 
Underw riters Association of City of New 
York; and is currently vice president 
of the Mid-Town Managers Association 
of New York. 

Mr. Kenny’s Career 


Mr. Kenny is a graduate of New 
Haven High School and Yale University 
where he got a degree of B.S. and spe- 
cialized in industrial administration. He 
entered the Navy in August, 1942, served 
in various locations in the United States 
and Pearl Harbor and was a lieutenant 
when discharged in March, 1946. He 
immediately became a sales representa- 
tive of the International Business Ma- 
chines Corporation working out of the 
branch office in New Haven. 

Mr. Kenny’s first life insurance ex- 
perience was with the Aetna Life as 
an agent of L. Kent Babcock agency, 
New Haven, after which he spent three 
years with the O. A. Krebs agency of 
the Aetna, in New York, as an assistant 
general agent and supervisor. He joined 
the Lloyd Patterson agency in Septem- 
ber, 1953, as associate general agent. 
He is a member of the Supervisors’ As- 
sociation of the City of New York and 
has served on several committees of Life 
Underwriters Association of the City of 
New York. 

In addition to the Yale clubs of New 
York City and of New Haven he be- 
longs to the Junior Chamber of Com- 
merce. He has had a broad experience 
in planning, recruiting and training and 
all forms of life insurance including 
business insurance and pensions. 


Mr. Patterson’s Career 


A graduate of University of Pennsyl- 
vania where he majored in architecture 
Mr. Patterson began his career as an 
assistant to William Albert Swazey, 
New York architect, who had among 
his clients the Shubert brothers, owners 
or directors of many of the theatres in 
New York, many of which were modern- 
ized architecturally by Swazey. One 
theatre on which Lloyd Patterson 
worked was the big Winter Garden on 
3roadway, formerly a riding academy. 
Later, Mr. Patterson opened an archi- 
tect’s office of his own, but later decided 
to enter life insurance after a talk he 
had with Floyd E. de Groat, general 
agent, Mutual Benefit in Boston. He 
started here, not in Boston, by going 
with the old agency of Louis A. Cerf, 
Sr., Mutual Benefit Life, many of whose 
alumni became general agents. After 
five years with Cerf on lower Broad- 
way he and Donald Keane formed a 
partnership as general agents here of 
Massachusetts Mutual. Ten years later, 
in 1935, Mr. Patterson was appointed 
general agent of that company in Forty- 
second Street. 

As well as having talent as an archi- 
tect, Mr. Patterson likewise is a good 
amateur artist. Having a broad sense 
of humor he began to draw pen and 
ink cartoons, at first for his own amuse- 
ment, but later on as reasons for selling 
life insurance. At a time when the 
agency lost a number of agents to the 
war service it was suggested to Mr. Pat- 
terson that the cartoons would interest 
the brokerage field. He began to pub- 
lish the cartoons in the advertising of 
his agency in the columns of The East- 
ern Underwriter and also started to 


JOHN E. 


send cartoons 


the agency 
drawings were 
countries. 


cials who 


in furthering 


eventually they 


posts. 


Mr. Patterson’s home is in Niantic, 
where he belongs to the Niantic 
One of his hobbies is work- 
ing about the machine tool shop he has 


Conn., 
Yacht Club. 


resulting. 


They 
of National Service Life 
asked him to 
insurance cartoons which could be used 
the sale of 
were used at 20 / 





KENNY 


to the 


in his home there. 


A. Wesley Steer Dead 
Steer, 
Néw England Mutual Life, 
died suddenly July 11. 
a graduate of Ohio Wesleyan University, 
In Parkersburg Mr. 
civic affairs and 


A. Wesley 
W.. Was 
class of ’28. 


was active in 
past president 


Club. He leaves a widow 


48, general 


of Parkersburg 


brokerage 
with considerable brokerage 6 i to 
Some of 
widely copied in foreign 
came to the attention 
Insurance off 
draw 


NSLI, 


Parkersburg, 
He was 


and a son. 

















6 East 45th Street 


let’s talk it over. 





BARKIE, STROSS & CO. 


Murray Hill 7-6541 
announces an UNUSUAL OPPORTUNITY for a 


young, aggressive life supervisor to take complete 
charge of the life department in our agency—one of 
the oldest, most reputable general insurance offices 
in the New York metropolitan area. Come on in and 


CHARLES A. BARKIE 
General Agent 
Bankers Security Life Insurance Society 
of New York 


New York 17, N. Y. 
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Solomon Schoenberg Joins 


Matthew J. Lauer Agency 
Solomon Schoenberg, CLU, formerly 
general agent with Continental Ameri- 
can, joined the company’s Matthew J. 
Lauer agency at 295 Madison Avenue, 
New York City, as estate planning con- 
sultant. 

Mr. Schoenberg has had _ extensive 
experience in the life insurance busi- 
ness particularly in the estate planning 
field. He entered the business in October 
of 1932 as a life underwriter with Metro- 
politan Life where he advanced to assis- 
tant manager and home office instructor 
in the field training division. He later 
was a training in the 
Solomon Huber agency of Mutual Bene- 
fit Life in New York City. He received 
his formal education at Columbia Uni- 
versity and in the College of the City 
of New York. 

In his new capacity Mr. Schoenberg 
will develop his own clientele and con- 
centrate on estate planning work in the 
Lauer Agency. 


supervisor of 
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Colonial Conference 


(Continued from Page 4) 


and economic importance of the busi- 
ness and its responsibilities to our 
policyholders and field men. He said it 
should be the underwriter’s constant 
aim to keep the public sold on life in- 
surance and suggested they continue to 
equip themselves with additional knowl- 
edge and improved techniques to cope 
with changing conditions. The panel was 
kept busy answering many additional 
questions which enlivened the proceed- 
ings considerably. 

On Tuesday morning the selling proc- 
ess was thoroughly analyzed step by 
step by several men from both the field 
and home office agency department. The 
following participated: Prospecting was 
discussed by James I. Hyde, agency as- 
sistant; The Approach by William H. 
Fissell, superintendent of the Ordinary 
agency department; The Presentation 
by Edward J. Hilbert, general agent, 
Union, N. J.; Answering Objections by 
Gerard Caprio, general agent, East 
Orange, N. J., and The Close by John 
T. Costa, general agent, Paterson, N. 

On Wednesday, Joseph B. Treusch, 
director of public information and sales 
promotion, presented a philosophy on 
the efficient use of direct mail and the 
value of pre-approach material under 
the subject, “Paving the Way.” 

A review of the Colonial Life finan- 
cial picture was given by Richard D. 
Nelson, vice president and treasurer of 
the company, in which he highlighted 
particularly the participation in private 
placements and other phases of the 
Colonial Life investment portfolio. A 
seminar on many facets of advanced un- 
derwriting was conducted by William H. 
Fissell 

The meeting was concluded with a 
talk by President Evans which brought 
a response from General Agent Francis 
A. Byrne, on behalf of the field force. 


K. C. Life Okinawa Visitors 


Expressing a desire to visit a major 
life insurance company while in the 
United States, three members of an 
Okinawa businessmen’s mission were 
guests of the Kansas City Life, at its 
home office. They were Choryo Ishi- 
mine, president, Okinawa Daiichi Ware- 
house Co.; Noboru Kakazu, president, 
Ryukyu Life Insurance Co., Ltd., and 
Shintoku Yamada, vice president, Okin- 
awa Chamber of Commerce and Indus- 
try. They were accompanied by their 
interpreter, Frederick Kamikawa, and 
Willis B. York, manager of the Kansas 
City field office of the Department of 
Commerce. 

The visitors are on tour of the United 
States under the auspices of the U. S. 
Department of Commerce. New York 
and Chicago were on their itinerary. 
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A Tribute to Dr. David McCahan 


By Laurence J. ACKERMAN 


Dean, School of Business Administration 
The University of Connecticut 


The institution of life insurance has 
lost one of its greatest servants and 
contributors in the death of Dr. David 
McCahan, president of American Col- 
lege of Life Underwriters and for so 
many years professor of insurance at 
Wharton School, University of Penn- 
sylvania. 

Much will be written about his con- 
version of the CLU idea into a thriving 
educational force which has done so 
much to raise the field of life insurance 
selling into a dignified profession; his 
vast and pioneering effort to supply the 
hungry demands of American universi- 
ties for insurance teachers; his editorial 
leadership in the production of profes- 
sional insurance literature; his devotion 
to his fellow teachers of insurance; his 
inspirational guidance of the student 
neophytes who sat at his feet in the 
Logan Hall days. 

But all of this is only a partial meas- 
ure of the man. Not all people love their 


field of endeavor. Dave McCahan had a 
deep and exciting devotion to life insur- 
ance and to its teaching. He was al- 
ways exploring new frontiers, appraising 
the progress of the business, and prod- 
ding it to new levels of achievement and 
progress. 

Love the institution he did, but he 
never allowed himself to become enam- 
ored of the rouge and fingernail polish 
of phrase-making which sometimes 
poses as a substitute for growth and in- 
creased public service. Few people in 
the field of life insurance had the ware- 
house of vital information which Dr. 
McCahan had collected. It was always 
a matter of utter amazement and com- 
plete respect to watch him resolve the 
hopeless dilemma, the volcanic argu- 
ment, with a reference to some perti- 
nent data drawn from the full spectrum 
of knowledge. His knowledge was co- 
extensive with the exercise of critical 
reason and with a passionate concern 


for intellectual rectitude and clarity. 

Even more important was his organi- 
zational skill, not only for masses of 
information, but also in the manage- 
ment of men. It was a rare gift. He 
was always willing to stick his neck 
out for a principle. Courage in business 
is virtually a lost characteristic. Dave 
McCahan had plenty of this quality. 

One will never know the pervasiveness 
of his influence on the minds of insur- 
ance leaders and teachers. The friendly, 
significant conversations and discussions 
in his office, at meetings, undoubtedly 
have had repercussions of a _ personal 
and institutional nature beyond any 
measurable rule. His students bear the 
mark of McCahan in their manner, if 
not on their brow. To be one of his 
students is to be noted for an inten- 
sity about ideas and for a keenness and 
persistency in logical analysis which 
often transcends the bounds of social 
discretion. 

Like Socrates, he taught that the 
realization of one’s ignorance was the 
beginning of one’s wisdom. The heroic 
proportions of this great leader will not 
soon be replaced. 

Pinder, in his “Isthmian Odes” IV and 
V, penned the perfect farewell for a 
friend and inspiring leader, a giant in 
the universe of life insurance: 

“The long toil of the brave is not 





Named District Manager 

General American Life has announced 
the appointment of Virgil Wilson as 
district manager in San Antonio. A suc- 
cessful personal producer in the com- 
pany’s San Antonio agency for almost 
20 years, Mr. Wilson has qualified con- 
sistently for President’s Club member- 
ship. 

The new district manager is active in 
numerous professional and civic organi- 
zations including the San Antonio Life 
Underwriters Association, the Lions 
Club, the San Antonio Executives’ As- 
sociation, and the Community Chest. He 
was recently elected president of his 
city’s Fiesta De San Jacinto Association, 
an office which carries much honor and 
prestige in his area. He is a graduate 
of Vanderbilt University. 





quenched in darkness, 
Nor hath counting the cost fretted 
away the zeal of their hopes. 
* 


For whatsoever one hath well said 
goeth forth with a voice that never 
dieth ; 

And thus, o’er the fruitful earth and 
athwart the sea hath passed 

The light of noble deeds unquenchable 
forever.” 
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“Let's face it, Gerald, this Bankerslifeman is not going to be put off!” 








Bankerslifemen Follow-up Prospects 


Even though the pictured situation is exaggerated, it does 
illustrate a serious point—Bankerslifemen do follow-up on 


their prospects. 


From their earliest days in their agency offices, Bankers- 
lifemen are taught to follow-up prospects and to render 
them the type of sincere service which converts them from 
prospects to clients. They know what they have to offer 
and how it can be of value to their prospects. 


This follow-through with prospects to serve them well 
as clients is just one of the characteristics which make the 
typical Bankers/ifeman the kind of life underwriter you 
like to know as a friend, fellow worker or competitor. 


BANKERS 


COMPANY 


DES MOINES, IOWA 






















MY COMPANY STRESSES 


I was almost hit by the 
red carpet 


THE HUMAN ELEMENT... They really roll out 

the red carpet for me, and I’m human enough to enjoy it. 

I like dealing with the folks at The Berkshire 
because they all talk my language... but it’s as you 
might expect from a Company whose entire 
Agency Department staff is from the field. 
I get the kind of individual attention that proves my problems 
are my Company's problems, too. 













Complete personal coverage in Life, Annuities, 
Accident & Health and Hospitalization. 

















BERKSHIRE 


PITTSFIELD, MASS. « A MUTUAL COMPANY ¢ CHARTERED 1851 ° 
W. RANKIN FUREY, C.L.U., President 





Page 10 





July 16, 1954 





New Production Impetus 
In Rentner Agency 


HAS MOVED TO LARGER OFFICES 





N. Y. Agency of Berkshire Life Sets 
Up Management Committee; Also 
Opens Pension and A. & H. Depts. 





The Hilliard N. Rentner agency of the 
Berkshire Life in New York has re- 
ceived considerable production impetus 
so far this year by the establishment of 
two new departments and the innova- 
tion of a management committee, com- 
posed of the general agent and his key 
executives, which steers the course of 
the agency and is responsible for long 
range decisions. 

Newly opened departments in the past 
year are the pension and profit sharing 
and the accident and health divisions, 
both prospering under expert guidance. 
Along with the growth in Rentner man 
power, they have made it necessary for 
the agency to move to larger offices at 
141 Broadway where most of the 11th 
floor is now occupied. 

Now. in its fourth year and one of 
the leading agencies of the Berkshire 
Life, the Rentner agency attributes 
much of its progress to a well con- 
ceived program of recruiting. Its em- 
phasis in this program is on attracting 
younger men, college trained, into the 
life insurance business. In the past year 
five men of this calibre have joined the 
érgidnization, bringing its full-time staff 
up to 16 producers. That they are doing 
an effective production job is indicated 
by the 15% yain in life paid-for volume 
and 100% gain in A. & H. business 
recorded by the agency for the first 
six months of 1954. 

As to the pension side of the picture, 
General Agent Rentner says that “we 
have found ways and means of develop- 
ing pension prospects in the smaller and 
medium size businesses. We believe that 
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HILLIARD N. RENTNER 


our newer and younger agents can be 
adequately trained with the proper back- 
ing to handle the early phases of the 
pension type interview.” 


Purposes of Management Committee 


With its management committee now 
in smooth-running operation the agency 
believes it has completely eliminated the 
danger of hit-or-miss operation. This 
committee, which meets regularly Fri- 
day afternoons throughout the year, is 
entrusted with supervision over the 
agency’s operation. Its permanent mem- 
bers are General Agent Rentner and his 
two supervisors. From time to time the 
heads of other departments are invited 
to sit in when the topic under discussion 
is relevant to their particular activity. 

Purposes of the management commit- 
tee may be summed up as follows: (1) 
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LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








B. V. McLane Retires 


Baltimore Life has announced the re- 
tirement of Benjamin V. McLane, man- 
ager of the Salisbury (Md.) district. 
Mr. McLane started his career with 
Baltimore Life 30 years ago. He was ap- 
pointed Salisbury manager in 1937. He 
graduated from the School in Agency 
Management of LIAMA, held in Ashe- 
ville, N. C. in 1944. 

J. B. Mears has been appointed man- 
ager of the Salisbury district, succeeding 


Mr. McLane. Mr. Mears was made staff 


superintendent in Salisbury in Septem- 
ber, 1944. He served as manager in the 
3altimore +1 district from April, 1946 
to September, 1950. He then returned 
to Salisbury. He is a graduate of the 
School in Agency Management of 
LIAMA, held at the University of Con- 
necticut, in 1945, 

John T. Layton was promoted to staff 
superintendent to succeed Mr. Mears. Mr. 
Layton joined Baltimore Life in Decem- 
ber, 1952, and qualified for the firm’s 
1954 President’s Club. 





to make unified and considered group 
decisions with regularity; (2) to provide 
continuity of management; (3) to make 
Jong range studies; (4) to study the 
history and prognosis of the agency, 
and (5) to insure interchangeability of 
management. 


Northeast’n Life Ready With 
Life Paid Up at 65 Policy 


Northeastern Life of New York an- 
nounces a new policy—whole life paid 


up at 65—on which the rates are 
guaranteed. 


Features of this policy are disability 
waiver of premium clause through issue 
age 55; 3% interest guaranteed under 
settlement options, and cash values and 
other non-forfeiture provisions. 

A competitive contract, the rates for 
$10,000 including waiver of premium 
benefit, at various ages, are as follows: 
15 years—$129; 25 years—$173.80; 35 
years—$250; 45 years—$420.80; 55 years 
$898.90. 

Commissions paid to brokers on this 
new policy, based on policy years to run, 
are 35% to 55% with nine renewals at 
5%. 

Life paid up at 65 is the latest policy 
offered by the Northeastern Life. An 
endowment at age 65 is now being filed 
with the New York Insurance Depart- 
ment. Other basic contracts offered are 
(1) preferred whole life for men and 
women; (2) Five year term, renewable 
and convertible; (3) double protection 
policy to age 70, and reducing premium 
whole life policy. The company does 
business exclusively with brokers. 








Over 
$1% Billion 
Insurance in Force 


Says “My Company has a very fine educational and training program 
for its agents. The program begins with fundamental training for the 
new and inexperienced underwriter and continues through such 
specialized fields as Life Insurance for Business Purposes, Coordinating 
Income from Life Insurance with Social Security Benefits, Taxation 
Affecting Life Insurance, etc. It is well integrated with personal training 
and guidance in the Field. The program, in my opinion, is ‘tops’, and 
is ANOTHER JEFFERSON STANDARD PLUS.” 


JEFFERSON STANDARD 


Life Insurance Company 


GREENSBORO, 


NORTH CAROLINA 
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Federal Life, Chicago, Tops 
$200 Million Ins. in Force 





CAVANAUGH 


iD. 


The Federal Life of Chicago wrote 
over $6 million of life insurance during 
June to push the company’s total insur- 
ance in force past the $200 million mark. 

The company traditionally puts on a 
special campaign for new business dur- 
ing June in honor of its president, L. 
D. Cavanaugh, who celebrated his 65th 
birthday June 2. The first “Cavanaugh 
Month” was held during June, 1940, and 
mor€ than $30 million of life insurance 
has been written during the months of 
June since that time. 

New business written during this June 
was 20% more than the new business 
produced during any other single month 
and brought the company’s total life in- 
surance in force to $201,418,121. 


Colonial Life Inaugurates 
Monubly Bulletin Service 


The July issue—first in a series of 
new monthly bulletins prepared for 
Colonial Life general agents and directed 
to brokers and surplus writers—was an- 
nounced by Eric G. Johnson, vice presi- 
dent. 

Inaugurated as a regular monthly serv- 
ice for its general agents, the attractive 
and colorful format of the new bulletin 
has been designed to merchandise a 
specific Colonial Life plan or service 
each month. Prominent space in the 
bulletin masthead has been reserved for 
the inclusion of the general agent’s 
name, address, and telephone number for 
identification and reference purposes. 

The entire service, including address- 
ing and mailing, will be handled direct 
from the home office each month as an 
additional service to conserve the time 
of each Colonial Life general agent. 

The first bulletin spearheads an ap- 
proach to the young executive market 
with a sales message on the Colonial 
Life’s preferred risk whole life policy 
combined with double family income pro- 
tection. 


Bankers National 14% Ahead 


For 1954 in Ordinary Sales 

Bankers National Life, Montclair, N. J., 
is again on the way to a great year in 
Ordinary life production. The written and 
paid-for during the first six months of 
1954, increased 14% over the same period 
of 1953. 

Wm. J. Sieger, vice president and 
superintendent of agencies, states that 
this increase in Ordinary is indicative 
of the expansion program which the 
company is undertaking. 


Crown Life’s New Agencies 


C. J. Macdonald, Crown Life of Can- 
ada’s resident agency superintendent, 
recently announced from his office in 
Dallas, Texas, the appointments of Rob- 
ert F. Sharpe, as general agent for 
Memphis, Tenn., and Edward M. Osten- 
dorff, CLU, as general agent for Charles- 
fon. S.C. 

With the appointment of 
general agents, the Crown 
writes business in 26 states, four terri- 
tories and the District of Columbia. 


these two 


Life now 


Jefferson Standard Sales 


New life insurance sales by Jefferson 
Standard Life totaled $85,280,925 for the 
first six months of 1954, a gain of 6.2% 
over the same period of 1953. Karl Ljung, 
vice president in charge of agency op- 
erations, announced this total was the 
highest for any first half period in the 
history of the company. 

Jefferson Standard now has life insur- 
ance in force totaling $1,282,862,797, rep- 
resenting a gain of $97 million in life 
insurance in force in the last 12 months. 


Great-West Appointments 
Seven appointments to head office ad- 


ministrative positions have been an- 
nounced by H. W. Manning, vice presi- 
dent and managing director of Great- 
West Life. 

John L. Carpenter and E. G. Johnson 
have been named legal assistants; L. C 
Leitch, an investment assistant; H. J. 
Neufeld, manager, planning; H. M. Por- 
ter, manager, Group underwriting; E. E. 
Springett, manager, policy benefits; and 
H. V. F. Wilkins, manager, mortgage 
administration. 








has exceeded one million dollars. 





ASSURANCE 


HEAD OFFICE - WINNIPEG, CANADA 





AN OUTSTANDING ACHIEVEMENT! 





Earl M. Schwemm’s Chicago Agency has completed 


one hundred and twenty consecutive months in which its volume 


Such a ten-year record 


of consistent production is believed to be unique in the industry. 


We salute Earl Schwemm and his associates. 
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N. Y. C. Association Moves 
Offices to Hotel Duane 


The Life Underwriters Association of 
the City of New York, this week moved 
its he: adquarters from the Hotel Statler 


to new offices in the Hotel Duane, 237 
Madison Avenue. The association will 
occupy suites 2A, 2B and 2C on the sec- 


ond floor. 


Aetna Life’s Alabama 
oat? 50 Years Old 


general agency of 
covers all of \la- 
and Mobile coun- 


The Birmingham 
Aetna Life, which 
bama except Baldwin 
ties, marked its 50th anniversary July 14. 

The Aetna Life general agency was 
founded at Birmingham in 1904. Today, 
the company has over $100,000,000 of 
Ordinary and Group insurance in force in 
the state and last year alone it paid to 
Alabamians over $1,400,000 in benefits. 

Donald P. Walton, the company’s gen 
eral agent in Birmingham, under whose 
leadership the agency has had substan- 
tial growth, was appointed to his present 
post in May, 1948. 


Nominate White for Trustee 





JACK WHITE 


Jack White, CLU, manager of The 
Prudential in Los Angeles, and_for- 
mer president of Los Angeles Life 
Underwriters Association and of Los 
Angeles Chapter of CLU, has been 
—— red for trustee of NALU by both 

alifornia State and Los Angeles life 
ey io ace associations. The Jack 
White agency was awarded the Pru- 
dential’s Vice President’s Trophy in 
1951 and 1952 and the President’s cita- 
tion for ranking third in new Pru busi- 
ness and annual Ordinary net increase 


A graduate of University of California 


and a veteran of World W: ir IT, he cur 
rently is chairman of California com- 
mittee of National Association for Pre 


vention of Blindness. 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, Ill. 
32 Court Street Brooklyn 2, N. Y. 
TRiangle 5-7362 











Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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“Skipper” Mitcheltree Backed by Symbols of Record Tribute 
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President Carl Mitcheltree of Columbus Mutual Life with the 1,395 “Red Rose 


Cards” 


and 13 roses representing the $6,322,455 of life insurance produced by the 


field force of the company in June as a tribute to the “Skipper”. 


The field 
as a tribute to the 


force of Columbus 


for the 
quota set. 


The campaign was conducted by Vice 


cies Ben F. 


“Red Rose Cards,” one of which was 


Campaign Eines Hamrick 

In a surprise sales campaign honoring 
Agency Vice President W. J. Hamrick, 
CLU, the force of Gulf Life of 
Jacksonville, produced more than 
$10,000,000 of business in 10 days. 
Results were district 


agency 
Fla., 
new 
announced by and 
a luncheon-meet- 
the 


ordinary managers at 


ing as a feature of annual man- 
agers’ conference. One manager, James 
Borom, Dothan, Ala., presented Hamrick 
with a cotton picker’s sack loaded with 
applications. 

The sales campaign was the most suc- 
cessful in Gulf Life history, exceeding 
by 50% any similar new business drive. 
Mr. Hamrick said: “Our insurance in 
force increased $31,000,000 in the first six 
months of 1954 to a total of $724,267,- 
the company is 
S. Kendrick Guernsey. 


Mutual Life 
“Skipper’”—President Carl Mitcheltree- 
month was set with $6,322,455 submitted business, 


Hadley who developed seven interesting 
attached to each 


conducted a campaign during June 
-when a new high record 
$822,455 more than the 
President Agen- 
around the 


and Superintendent of 
incentives built 
application submitted. 





Pacific Mutual Announces 
New Occupational Ratings 


Substantially more favorable rates for 


new life insurance issued to those in 
occupations involving extra hazard have 
been put into effect by Pacific Mutual 
Life. The liberalizations are made ef- 
through a new 
occupations manual just released to the 
field 


actuary. 


fective classification of 


company’s organization by Oscar 
Swenson, 
Mr. 
the 
20% to 


35% lower than those formerly in effect, 


Concerning the reduced ratings, 


Swenson says, “Generally speaking, 


new extra premiums are from 


and in numerous instances the 
tional 


occupa- 


extra has been eliminated en- 


tirely.” 








Agency Supervisors: 


THE UNITED 
84 William St., New York 38 





Life Insuranee at 
“Fire Insurance” 





Ask us about our Phenomenal Plan 


$104.800 Immediate Protection 
for Only 
$180.90 a year — at Age 35 


Sivek for hstinnss or personal requirements 


JAMES F. MacGRATH, 
General Agent 

Tom Deane — Al Friedrich 

STATES LIFE INSURANCE COMPANY 


Rates 


Jr. 


HAnover 2-7865 


















YOU'RE HEADING 


IN THE 


RIGHT DIRECTION 
WHEN YOU REPRESENT 


Combined Insurance Co. of America } 
5316 Sheridan Rd. — Chicago 40, Ill. 


Hearthstone Insurance Co. of Mass. 
395 Commonwealth Ave. — Boston, Mass. 


Comined American Insurance Co. 
2817 Maple Ave. — Dallas, Texas 


First National Casualty Co. 
Fond du Lac, Wisconsin 


COMBINED GROUP 


W. CLEMENT STONE 





President 


New York Life Leader 


In Group Insurance Sales | 








Lionel Duponte, New York Life’s Hono- 
lulu agency, led the company agents in 
premium volume for 1953 Group insur- 
ance sales. In accompanying picture he 
is shown with Dudley Dowell, executive 
vice president, while Duponte was visit- 
ing home office in New York. 


MRS. ALEX HERTZMAN DIES 

Alex Hertzman, general agent for 
State Mutual Life at Louisville, return- 
ing home after a day on the golf course 
one day last week, found his wife, Mrs. 
Rebecca Frank Hertzman, dead in their 
home as the result of a heart attack. 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAIn 4-7951-2-3 














HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 
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Editor of “The Bulletin” 


GERARD B. TRACY 


Gerard B. Tracy, CLU, who is man- 
ager of the Midtown agency of The 
Prudential, 270 Park Avenue, New York, 
has been named as editor-in-chief of the 
official monthly publication, “The Bulle- 
tin,” of the Life Underwriters’ Associa- 
tion of the City of New York, Inc., it 
was announced by Charles Anchell, edu- 
cational vice president of the association. 

Mr. Tracy led The Prudential nation- 
ally in production in 1949, his first year 
in the business, and in 1951 became a 
Life and Qualifying Member of the Mil- 
lion Dollar Round Table. He received 
his CLU degree from the American 
College of Life Underwriters in 1953. 

Mr. Tracy was graduated from Ford- 
ham Prep in 1935 and the City College 
of New York and was awarded his 
Master’s degree from Columbia Univer- 
sity. Before joining Prudential, Mr. 
Tracy was a special investigator with 
the Federal Bureau of Investigation 
from 1942 to 1948 serving in Washing- 
ton, San Francisco, New York and 
Honolulu. 

During the administrative year 1953-54 
he served as assistant editor of the 
Bulletin and he is currently a member 
of the board of directors of the asso- 
ciation. He is a member of the board 
of directors of the FBI’s Agents Society, 
a member of the Sales Executives’ Club 
of New York, member of the Columbia 
University Club and a member of the 
Cardinal’s Committee of the Laity. 


Travelers Field Changes 

Four appointments and two _ retire- 
ments in life, accident and Group lines 
have been announced by the Travelers. 

Carl H. Bolen, who has been manager 
at Worcester, Mass., has been appointed 
manager at Boston. He succeeds Sherrill 
A. Smith, who has retired after 30 years’ 
service with the insurance firm. 

Frederick A. Noseworthy, who has 
been assistant manager at Manchester, 
New Hampshire, has been appointed 
manager at Worcester. He succeeds Mr. 
Bolen. 

James F. Dwinnell, Jr., who has been 
assistant manager at Boston, has been 
promoted and appointed brokerage 
manager there. 

Donald R. Dittemore, who has been 
assistant manager at Houston, has been 
promoted and appointed manager at 
Nashville, Tenn. Mr. Dittemore succeeds 
Edwin L. Connell, who has retired after 
18 years’ service with the insurance com- 
pany. 


















































: ~ : visor of brokerage agencies and W. . ° ° 
Sun Life, Baltimore, Gains Robert Shoener, regional supervisor of Named by Pilgrim Life 
At the recent meeting of the General Ordinary agencies, who discussed new Mac Hobbs, formerly with Travelers 


Agency department of Sun Life of sales ideas that the company was mak- 
ing available; and A. Kenigson, vice 
president and actuary, who announced for that company in Indianapolis, has 
that sub-standard would be considered ; 
Agency Manager Bertram A. Frank up to 500% and who introduced a new 
announced a 58% increase in paid for occupational manuz ul and announced ma- Pilgrim Life, Indianapolis. 
volume for the first half of 1954. _ terial reduction in the extra premiums Mr: Hobbs will administer and extend 
The meeting was attended by all of charged for all sub-standard risks. Mr. Posh EGR ee SF) . 
the company’s general agents from Frank was chairman of the meeting. A = miseaies organizauon of the company, 
Pennsylvania and Delaware. Speakers cocktail party and dinner followed the including agent training, sales promotion 
were: Charles B. Duff, regional super- business session. and research. 
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é i ; : : in Hartford and the assistant manager 
America of Baltimore, held in Philadel- 
phia, Assistant Secretary and General 
been appointed agency director of 























MR. AGENCY BUILDER:— 
You'll never know what Fortune your Future holds until You see 
the NEW Golden Rule Agency Builder's Contract 

offered by 


THE GOLDEN RULE COMPANY 
Liberal Re hil To Your Agents For Helping You Build = 
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Agency Building \. 
Opportunities in: 

Arizona, California, Delaware, 

\ Florida, Illinois, Indiana, lowa, 

\. Kansas, Kentucky, Maryland, | 

Michigan, New Jersey, North \ 

3 Carolina, Ohio, Pennsylvania, 

@, Texas, Virginia, Washington 

* D.C., and West Virginia. \ 


For Details of This 
GOLDEN 


OPPORTUNITY 


Inquiries Held 


Confidential || hi By a wary WD LA 











The COLUMBUS MUTUAL LIFE INSURANCE COMPANY 
Columbus 16, Ohio 


Carl Mitcheltree, Pres, Ben F. Hadley, Vice-Pres. and Sup't. of Agents 
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ORVILLE E. KNUTSON 


Business Men’s Assurance, Kansas 
City, Mo., announces two new appoint- 
ments in the Minnesota area effective 
July 1. Orville E. Knutson of Willmar, 
Minn., has been appointed branch man- 
ager, and James G. Smith of St. Cloud, 
Minn., has been named assistant mana- 
ger. A new branch office will be estab- 
lished at St. Cloud. 

Orville Knutson became associated 
with BMA in 1939 in Cedar Rapids, la. 
He transferred to Minnesota in 1949 
and was appointed district manager in 
1951. He brings to his new position an 
outstanding record as a personal pro- 
ducer and a proven ability to recruit 
and train new men. 

Active in community affairs in Will- 
mar, Mr. Knutson is a member of the 
board of directors of the Lions Club 
and a member of the local Life and 
Accident and Health Underwriters As- 
sociations, the Lutheran Brotherhood 
and the Sportsmans Club. 

Mr. Smith has been associated with 
BMA since 1951 and in 1953 he qualified 
for all three of the company’s leading 
production clubs. He has also’ been 





Provident Issues New 
Juvenile Policy Form 


Provident Mutual Life announces a 
new juvenile policy to be known as the 
“Provident Estate Builder.” Issued at 
ages 0 to 14 on the life full-paid at age 
65 plan, the provisions of the policy pro- 
vide that the basic face amount multi- 
plies itself five times when the insured 
youngster reaches age 21. 

For New York State, because of 
statutory regulations, a modified policy 
has also been prepared which provides 
for “return of premiums” in event death 
occurs before age 10. The regular policy 
is issued at ages 5 to 14 and the “return 
premium” policy is issued at ages 0 to 9. 


A. B. Slattengren Dead; Was 
Mutual Trust Life Officer 


A. B. Slattengren, who had been asso- 
ciated with Mutual Trust Life, Chicago, 
for more than 45 years, died last week 
at his home in Riverside, Ill. His first 
contract with the company was signed 
in 1909. Following a successful period as 
a life insurance salesman and general 
agent, he became manager of the north- 
west department at Minneapolis. 

Mr. Slattengren was first elected an 
officer of the company in 1921. Two 
years later he was elected to member- 
ship on the board of directors of the 
company and served on the board con- 
tinuously thereafter. In 1930 he was 
elected vice president and directed the 
agency affairs of the company for many 
vears. He was a member of the execu- 
tive, finance and agency committees until 
his death. 

Interment was at Center City, Minn. 


JAMES G. SMITH 





assisting Mr. Knutson in building a sales 
organization and has been responsible 


for recruiting and training several 
the company’s leading producers. 


of 








EMIL'S FINE RESTAURANTS 


“New York Rendezvous for Insurance People” 


23 Park Row (opp. Woolworth Building) beautiful—spacious—Lobster 
Dinner—$2.75 all day. Table d'hote from $1.60. Kitchen open to 9 P.M. 
Bar till midnight Monday thru Friday. 

For special parties phone WOrth 2-2514. Luncheons moderately priced. 

213 Pearl Street (near Maiden Lane) Real Old Atmosphere — 
Digby 4-2348. Open till 8 P.M. Monday thru Friday. 


BOTH AIR CONDITIONED 








PENN MUTUAL LIFE CLAIMS 





Production for First Six Months Shows 
15.4% Increase Over Same 
Period of 1953 


The June paid business of Penn Mu- 
tual Life was $45,000,000 which was 
50.2% more than June of last year. To- 
tal business for first six months of 1954 
was $205,100,700, a 15.4% gain over first 
six months of 1953. Since January, 1954, 
the company’s full-time field force has 


been expanded by 11%. In 1953 33 agents 
of Penn Mutual paid for $1,000,000 each 
or in excess of that amount. The com- 
pany has opened 11 new agencies in the 
past two years. 


Continental American’s New 
Waiver of Premium Rates 


Effective July 1, Continental American 
reduced the schedule of premium rates 
for their waiver of premium benefit. 
The reduction averages 35% and there 
is no change in the provision of the 
rider covering the waiver of premium 
benefits. At the same time the company 
announced that the waiver of premium 
benefit rate will be the same for women 
as for men. This replaced the former 
practice of charging women double the 
male rate; however, the benefit will still 
be issued only to single women em- 
ployed outside their homes. 








Nonparticipating Insurance 
Participating Insurance 


Accident & Sickness Insurance 
(Noncan and Commercial) 


Income Disability 


Juvenile Insurance 


BROAD 


INSURANCE COVERAGE 


Special Low Cost Plans 


Impaired Risk Service 
Wide Age Range 
Salary Savings Systems 













The 


Flexible Family Income Plans 
Retirement Plans 


Mortgage Redemption 


Supplemental Term Riders 
Pension Plans 


A full line of Group Coverage 


LNL Is Geared to Help 
Its Field Men 


LINCOLN NATIONAL LIFE 
INSURANCE 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 


COMPANY 
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Chairman of the Board 
Of N. Y. C. Association 





STANLEY R. WAYNE 


Stanley R. Wayne, co-general agent, 
Mutual Benefit Life, Salinger and 
Wayne, has been elected as chairman of 
the board of directors of the Life Un- 
derwriters Association of the City of 
New York for the administrative year 
1954-55, according to an announcement 
by Harry K. Gutmann, CLU, Mutual 
Life of New York, president-elect. 

Mr. Wayne entered the life insurance 
business with his company in the latter 
part of 1945, after several years of 
service in the Army. He is a member 
of the New York Bar and was actively 
engaged in the practice of law in New 
York prior to entering the Army. 

Active in all phases of life underwrit- 
ers association work he has been chair- 
man of the committee on law and legisla- 
tion, an instructor for the life agents 
qualification training course, served as 
a member of the industry -wide commit- 
tee to study the effects of part-time in- 
surance agents’ activities on the life in- 
surance business, a member of the com- 
mittee to investigate and study the re- 
lationship of the life insurance business 
to mutual funds, and he has been a 
member of the ‘board of directors of 
the association for the past three years. 
Mr. Wayne has also been active on the 
committee of both the National Associa- 
tion of Life Underwriters and the New 
York State Association of Life Under- 
writers. 


General American Life’s 


Dividend Scale Increase 


General American Life has announced 
an increase in the illustrative dividend 
scale and an increase in minimum 
amounts for its preferred risk Econo- 
Master policy. The changes are expected 
to make possible the most favorable 
dividends and lowest net cost per 
thousand in the history of the contract. 

General American Life will now offer 
EconoMaster in minimum amounts of 
$7,500 for ages 15 to 34 inclusive and 
$10,000 for ages 35 to 65 inclusive. Pre- 
viously, the minimum amount had been 
$5,000 for all ages. 

The change, which is in line with the 
national trend for upgrading minimum 
policy amounts to fit the expanding 
market for life insurance, opens the way 
for possible increases in both annual 
dividends and in termination dividends. 

EconoMaster was first offered in 1938 
in response to the demand for low-cost 
permanent insurance for those qualified 
as preferred risks. In 1950, the dividend 
scale was _ adjusted. With special 
standards of selection applicable to 
EconoMaster applicants, General Ameri- 
can Life’s preferred risk policy matures 
as an endowment at age 90. 

























Appoints George E. Simpson Canada’s May Business On Prudential’s Adv. Staff 


George E. Simpson of Los Angeles New life insurance put in force by At Jacksonville, Fla. Office 
has been appointed district Group mana- Canadians in the 50-odd British, United The Prudential has appointed Paul E. 
ger by New England Mutual Life which States and Canadian companies operat- Smith, Jr., advertising and sales promo- 


recently opened a Group office in that ing in Canada, amounted to about $234,- tion manager at the Jackson, Fla., South- 
city to handle southern California and 900,000 during May, the Canadian Life (Central home office. Graduate of Birm- 
Arizona cases. Mr. Simpson, formerly Insurance Officers’ Association reports. ingham-Southern College, he has been 





assistant Group manager in Los Angeles Of this total, it is stated nearly $179,- assistant director of the Committee of 

for Connecticut General, is secretary- 300,000 was in Ordinary life contracts; 100 of Birmingham. He also attended 
slg ; : : ee See ’ Medill School of Journalism in Evans- 

treasurer of Los Angeles Group Mana- $14,300,000 in Industrial life contracts, ton, Ill. He served in the Navy in World 

gers Association. and $41,300,000 in Group contracts. War II. 
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best companion for your calls 


BMA’s national advertising is 
making another first call in 
Woman’s Home Companion. An 


important first call it is, too. 





For we know those 4/2 million 
readers, most of whom are 
women, have more than a fair 
amount of influence in homes 
that need BMA's complete 


income protection. 


Yes, the BMA story is really 


“getting around” and it is reach- 





ing the best prospects for BMA 
salesmen in millions of homes 


throughout the nation. 














The B.M.A. Weather Beacon 
—a friendly signal for thou- 
sands of visitors to Kansas 
City. It’s also a reminder that 


UY ASW MRP TG Ra ® M.A. is 2 “Friend in Al 


i Kinds of Weather” for its 
Company of America ; ; 
friends and policyowners in 
UNION. STATION PEAZA @2 KANSAS CITY aa MISSOURI 


36 states, District of Colum- 
bia, Hawaii and Guam, 





an old-line legal reserve company with branch and 
district offices in more than 60 principal cities. 
LIFE @ ACCIDENT @ HEALTH @ ANNUITIES 
GROUP @ HOSPITALIZATION @ ALL-WAYS 
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Richard Chapin Receives 
Houston Appointment 





Bob Bailey 
CHAPIN 


RICHARD N. 


president of Gen- 
Association 


Richard N. Chapin, 
eral Agents and Managers 
of Houston, ex: has been appointed 
manager of the Tennessee Life’s Hous- 
ton agency, it is announced by William 
J. W. Merritt, CLU, vice president and 
director of agencies. 

Mr. Chapin, who attended University 
of Kansas, entered life insurance in 
Kansas in March, 1941, five years later 
being made a home office supervisor of 
a Connecticut company and then served 
1s a supervisor of the company in Cleve- 
indi: Detroit, Chicago, New York and 
Seattle, over a two-year period after 

which he was made manager in Fort 
\ ayne, Ind., and then became Houston 
manager of the company. For a time 
he left the insurance business to engage 


in other ado of sales work. 


J. F. Jones iene by 
Lincoln Income Life, Ky. 


J. F. Jones has been promoted by the 
Lincoln Income Life of Louisville to 
post of eastern agency director and will 
supervise the company’s agency organi- 
zation in Kentucky and Tennessee. As 
division manager for the state of Ken- 


tucky, Mr. Jones did an outstanding 
production job. He spent his early years 
with the Oklahoma H. & A. which 


company merged with the Lincoln Life 
& Accident of Oklahoma, and was con- 
solidated in 1936 with Income Life of 
Louisville under name of Lincoln In- 
come. 


ene Nairn aliases 


Ottawa—A. Gordon 
been director of agencies for the Pru- 
dential of America in Canada, has been 
made executive director of agencies 
W. T. Greene was named associate di- 
rector of agencies at the same time 


Secretary CLU Chapter 


Mrs. Margaret Forson Carlsen, CLU, 
has been elected secretary of the New 


Nairn, who has 





York Chapter of American Society of 
Chartered Life Underwriters. A mem- 
ber of the training division staff of 


Equitable Society, Mrs. Carlsen earned 
her CLU designation in 1951. 


MRS. LANE WILL GO TO EUROPE 

Mrs. Rosalie L. Lane, president of the 
Street, New York, will fly to Paris via 
Street, New York, is flying to Paris via 
\ir- France from Idlewild International 
Airport Saturday, July 17. Mrs. Lane 
will visit with friends in Paris and on 
the Riviera, returning to New York the 
latter part of August. 


How Pru Participated in LUTC 


The Prudential’s program of LUTC 
Ps irticipation and its integrated CLU pro- 
grams were recently expl: lained to a group 
of company executives at a lunch given 
in acquainting them with LUTC de- 
velopments. The speaker was Albert J. 
Schick, CLU, senior training specialist of 
The P rudential in che irge of institutional 
training. At the lunch he said that 3,000 
P rudential field men participated in the 
LUTC Plan in the last school year. Mr. 
Schick, in furnishing details of the plan, 
presented a series of colorful charts con- 
sisting of the actual posters, letters, 
printed folders and booklets used. 

To assist its field staff in planning 
ahead, The Prudential’s program is an- 
nually initiated early in May with post- 
ers and other printed matter for every 
agency office. Individual help to groups 
is given by Prudential in organizing 
LUTC headquarters staff. Many classes 
were formed last year which otherwise 
would not have been available. 

Every enrollee receives recognition in 
tive form of a personally signed con- 
gratulatory letter from his vice president 
or executive director of agencies and a 
personally signed congratulatory card 
from his director of agencies. Ractkestal 
candidates are reimbursed for part of 
the tuition fee. 


Many Field Staff Men Are Instructors 


Many Prudential field staff members 
are acting as instructors and numerous 
classes have been held in Prudential of- 
fices throughout the country. Including 
1954 results to date more than 2,000 in 
Prudential field will have completed the 
course. 

The Prudential plan also includes a 
well integrated CLU program for its field 
which is administered similarly to the 
LUTC Plan. Approximately 350 from 
Prudential are now CLUs and over more 














ALFRED J. SCHICK 


than 500 Prudential men took 629 CLU 


examinations this past year. 
r. Schick’s Career 
Mr. Schick has Bachelor’s and 
er’s degrees from New York Un 


Mast- 


iversity 


where he specialized in insurance. He 


also received an 
the Insurance Institute of 
is a Fellow of that institution. 

given insurance lectures at Rutge 


a period of 20 years and more r 


was at Seton Hall. He has 
numerous visual 
ance training and has 


articles for the 


written 
insurance 


aids used in life 


trade 


Associate’s degree from 
America and 


He has 
rs over 
ecently 
created 
insur- 
many 
press. 


NAMED BY PACIFIC MUTUAL 
Robert P. Ploughe has been named 


assistant regional Group manager in 
San Diego, Calif., for Occidental Life of 
California, Vice President Herbert D. 


Eagle announced. 

Mr. Ploughe joined Occidental in 1951 
as Group service representative in the 
Occidental home office, and in 1953 was 
named Group sales representative in 
Fresno, Calif. He is a graduate of the 
University of Southern California and a 
Navy veteran. 

















MASSACHUSETTS 
INDEMNITY 
INSURANCE CO. 


BOSTON 
THE FINEST IN 
NON - CANCELLABLE 
DISABILITY INSURANCE 





50 East 42nd Street - 


Insurance to provide income in 
the event of disability is 


THE FOUNDATION OF ALL 
SOUND INSURANCE PROGRAMS 


Add this vital protection to every 
Life Insurance Program 


LOYAL ATKINSON 


Branch Manager 


MU 7-5212 














New York 
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PIONEERS IN 


INCOME PROTECTION 





Non-Cancellable, Guaranteed Renewable 
Sickness & Accident Income Protection 
and Family Hospitalization 
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essed 


PERSONAL 


} Participating Life Insurance 
: All Forms of Group Insurance 
Expanding Business Provides Openings for Qualified 
General Agents. Full Time Representatives Only 
JOHN M. POWELL, President @ FRED R. HENNIG, Agency Vice President 


Loyal Protective Lire INSURANCE COMPANY 
BOSTON 15, 


MASSACHUSETTS 





TRAINED 


Michael J. Diglio, named Pacific 
Mutual's “most outstanding new- 
comer of 1953” when he won Big 
Tree Top-Star honors in his first 
11 months in the field, says— 


“Training is the key word in my 
Story: training that began on the 
day of my induction, has kept pace 
with my field effort, and gives me 
not just selling knew-how alone, 
but faith, conviction and enthusi- 
asm as well. 


“Most important, | know that no 
matter how high | may climb pro- 
duction-wise, there will always be 
more Pacific Mutual training avail- 
able to help me mount still higher.” 


Pacific 
Mu 


haebted | 
LIFE 


INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 


cs FH ep 
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LIFE—ACCIDENT & HEALTH 
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Los Angeles Manager for 
Provident Mutual Life 





RALPH W. TIPPING 


Thomas A. Bradshaw, president, Provi- 
@nt Mutual Life, Philadelphia, has an- 
nounced the appointment of Ralph W. 
Tipping, CLU, as manager of a second 
agency in Los Angeles. 

Mr. Tipping has had an eventful career 
with Provident Mutual. He entered the 
company’s service in Philadelphia in 1931 
as a special agent. Since that time Mr. 
Tipping has had considerable experience, 
both in the field and at the home office. 
He has served as a general agent and 
as assistant manager of agencies for the 
company and in 1952 was named man- 
ager of the company’s western super- 
visory unit in Los Angeles. 

Mr. Tipping, an alumnus of Swarth- 
more College and a member of Kappa 
Sigma Fraternity, has been quite active 
in civic and insurance affairs. He is a 
past president of the Harrisburg, Pa., 
CLU Chapter, past president and di- 
rector of the York, Pa., Association of 
Life Underwriters and a past president 
and member of the board of York Junior 
College. He is also a past vice president 
of the York Sales Executive Club and 
has served as a trustee of the First 
Presbyterian Church of that city. Mr. 
Tipping is a member of York Lodge 
206 F. & A. M. of the Harrisburg Con- 
sistory—Zembo Shrine; served in the 
Navy during World War II. He is a 
member of the Provident Round Table, 
top production club of the company. 


Bronx Branch Elects 

The annual election meeting of the 
Bronx branch of the Life Underwriters’ 
Association of the City of New York, 
Inc., was held recently in the Hotel Con- 
course Plaza in the Bronx. 

The following directors and officers 
were unanimously elected: To serve 
through June, 1955, Herbert W. Corbin, 
Sr., Prudential; to serve through June, 
1956, Charles Minervini, Prudential, to 
serve through June, 1957, Murray E. 
3aron, Prudential; Louis Lurie, Pruden- 
tial; John F. Verdeschi, Prudential. 

The following officers were elected: 
Edward E. Grigg, John Hancock, secre- 
tary-treasurer; Philip Rubin, Metropoli- 
tan, membership vice president; Victor 
Lurie, Prudential, educational vice presi- 
dent; James F. Genesse, Jr., Prudential, 
public relations vice president; Anthony 
J. DeMaio, John Hancock, administra- 
tive vice president; and Howard M. Mil- 
ler, CLU, Prudential, president. 

Mr. Miller is a native of Rhode Island 
and attended the University of Rhode 
Island. He received his B.S. and M.A. 
degrees at Columbia University and is 
a graduate of the Life Underwriter 
Training Council. He joined his com- 
pany at the University Heights district 
in 1930 and the following year was 
named as staff manager, the position he 
currently holds. He is a member of his 
company’s President’s Club for 1954 
and a member of the Bronx branch of 
the Association since its inception. 








Schwemm Agency Completes 
120 Million Dollar Months 


New business placed in June of $1,- 
978,816 marked the 120th consecutive 
month in which Earl M. Schwemm’s 
Chicago agency of Great-West Life has 
exceeded one million dollars. Average 
monthly production during this ten year 
period was over $1,800,000 while the 
yearly average topped 22 million. 

The year-to-date total, for the first 


six months of 1954, indicates that the 
Schwemm agency is well on the way to 
another big year. 

Since Mr. Schwemm took over at 
Chicago in 1936, the agency’s business 
in force has grown from $9 million to 
over $170 million. The latter figure does 
not include a large volume of Group nor 
does it take 
business to 


into account transfers of 
Great-West 


established in 


branches now 


territory which 


formerly served by Chicago. 


was 


Sales Promotion Manager 

Named promotion 
for Pacific Mutual Life is Roy V. Proc- 
tor, who moves up to this new post after 


manager of sales 


two years as assistant manager of sales 
promotion and editor of the company’s 
publication, “Field News.” 

Mr. Proctor takes over as sales pro- 
motion manager from Wayne S. Bishop, 
who has stepped up to new responsibili- 
ties as assistant superintendent of agen 
cies. 





MUTUAL BENEFIT LIFE 
TODAY demonstrates its lib- 


eral treatment to policyholders in 
many ways. 

® In most cases Mutual Benefit 
Life policies provide Cash Values 
during the first year! 


s All Mutual Benefit Life policies 
give you the guaranteed privilege 
of changing from one type of insur- 
ance to another—enabling you to 
keep pace with changes in your 
own career. 


St 


veh 


SE 


ey 


e And under the principles of 
Non-Forfeiture, Mutual Benefit Life 


gives you four generous choices in a 
the event you are unable to con- es 
tinue premium payments: (1) Lib- x 
eral borrowing provisions without 7 
affecting face value of policy, (2) #8 
Extended Insurance, keeping the 3 
full amount of your insurance in be 


effect for a definite period of time, 
(3) Paid-Up Insurance — perma- 
nent protection for a smaller 
amount, or (4) Guaranteed cash 
surrender value, 








TONY BoRCICH, Chicago, qualified 
for the President’s Club—a select 
group of top flight producers— 
within two years after joining 
Mutual Benefit Life. Because his 
objective is to make life insurance 
his career—just as others make 
careers of law, or medicine, or 
architecture—Tony is really “go- 
ing places.” = 













Since the time of the Civil War 


ay \\y Y 










Mutual Benefit Life has given Servicemen 


Liberal Treatment 


Before the Civil War all life insurance policies provided that, 

if the insured were to “enter into any military or naval service 
whatsoever, the policy would be void, null and of no effect.” 
Yet within six days after war began, Mutual Benefit Life offered 
policyholders entering the service three liberal new options: 
policies could be continued by paying a higher premium; 
policies could be renewed after the war upon evidence of good 
health; policies becoming claims during the war would be settled 
for the cash value. And less than a year later, Mutual Benefit Life 
made protection still more liberal by making life insurance 
available to new policyholders entering the service. 


Thus Mutual Benefit Life established its reputation for liberal 


treatment of men serving their 
country—a reputation that has 


grown greater with the passing 


of the years. Through World 
War I and II, and the fighting 
in Korea, Mutual Benefit Life 
has paid war claims totaling 


more than $6,300,000. 


THE 


MUTUAL 


BENEFIT 
LIFE 


INSURANCE COMPANY 


ORGANIZED IN 1848 


300 BROADWAY, NEWARK, N. J. 
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RECRUITING 


insurance 


CAMPUS 


representatives ol 


COLLEGE 

Many 
companies looking for potential salesmen 
among graduating classes of universities 


and colleges have grown to feel that 


spending a lot of time and effort at 


placement offices of these institutions is 
more or less futile. In the opinion of 
agency departments of the companies it 
is not realistic for them to attempt meet- 
ing the stiff competition for these young 
industry 


men of large organizations in 


starting salaries. Further- 


that 


offering fancy 
more, they 
these young men, who take the leap into 


observe thousands ot 


industry, cool off and look elsewhere in 
career pursuit. To this restless jumping 
from one field to another there are ex- 


about to 


Young 


engineering 


ceptions, of course. men 


graduate from and tech- 


nological schools are all set on devoting 


the rest of their lives to engineering or 
mechanics; so, as a rule they remain set 
after joining General Electric, the motor 
car manufacturers and other large em- 
ployers of labor. 

But 


much 


while the companies haven't had 


luck lately in 
fresh from the campus who make 


finding young men 


in salesmanship, an exception being the 


who generally win out in the 


and quickly, 


athletes 
sales field, 
panies are 
for other fields in their organization. An 


insurance com- 


meeting success in recruiting 


outstanding in property insur- 
ance is the Royal-Liverpool Group which, 
beginning the first of visits 
40 colleges in its 


recruits. Later, the 


example 


each year, 


about quest for 


promising recruits 
divisions. 


enter a variety of the Group’s 


Probably the most recruits for insur- 
ance obtained by the insurance com- 
panies is in Massachusetts where there is 


a great concentration of universities and 
colleges in Boston and its environ. Most 
of those young recruits enter the 
com- 
Some 
‘ruited for the legal de- 
legal 
interesting 


North- 


in which the 


finance division of the insurance 


panies and work with investments. 
others are rec 
staffs 


partments, but naturally the 


are smaller in personnel. An 
innovation is a tie-up between 
eastern University, Boston, 
uni- 


that 


student works six weeks at the 


versity and six weeks on the Job, 


rotation continuing. Such men recruited 


may enter other divisions than finance 
and law. 

It is 
home offices of 
cities, or their 
large enrollment of 
from the graduating classes will 
Examples are 


where there are 


companies in 


that 
insurance 


obvious 
immediate environment, 
with a students a 
number 
enter the insurance field. 


such cities as Des Moines, Los Angeles, 


Chicago, San Francisco and some Texas 


urban centers. 

One of the extremely effective recruit- 
ing jobs done by an individual life insur- 
ance company in the field of campus 
prospects was demonstrated by William 
Home 


J. Cameron, former chairman of 


Life. Comments on his activities in this 
recent 
(text 
almost en- 


direction were contained in a 


agency publication of the company, 


and pictures in which were 


tirely devoted to Mr. Cameron), and 
which issue was published after his 
retirement a short time ago. Said that 


publication: 


When Ethelbert Ide Low became 
president of Home Life in 1924 he 
recognized in Mr. Cameron, (who had 


joined the company in 1917) the type of 
ability needed to help carry out the 
progressive program he had in mind. He 
commissioned Mr. Cameron to obtain an 
Pi gency man which in turn led to James 

Fulton’s association with Home Life. 


(il Fulton was president of the com- 
pany when he died.) In addition, many 
of the present officers of the company 
were attracted to the Home Life 


through Mr. Cameron’s early program of 
recruiting college trainees 


Names of these Home Life men, with 
their present titles follow: 
J. Finley Allen, vice president and 


secretary; Theodore A. Stemmermann, 


vice president and actuary; Owen C. 


Lincoln, vice president; Eugene C. 


Kelly 


presidents; 


and A. B. Doran, assistant vice 
Guy W. Pickering, William 
Frederick T. Bern- 

manager; George A. 
counsel; W. C. Damuth, 
Richard F., 


Allan, actuaries; 
hard claim 
Richardson, 
Gruen, 


assistant secretary; 


agency secretary. 

All of these men were recruited under 
shortly before 
they were graduated from college. In the 
Cameron paid a per- 


Mr. Cameron’s direction 
early period Mr. 
sonal visit to the colleges. Later, he had 
representatives go to the placement of- 








J. McCALL HUGHES 


J. McCall Hughes, vice president and 
controller, Mutual Life of New York, 
has been elected president of the Con- 
trollership Foundation, Inc., effective 
September 1. This is the research arm 
of the Controllers Institute of America. 
Currently, he is vice president and 
chairman of the Foundation’s research 
executive committee and is a former 
chairman of its national admissions 
committee 


a 

E. LaMar Buckner, 32 years old, a 
partner in Regional Insurance Agency, 
Ogden, Utah, has been elected president 
of United States Junior Chamber of 
Commerce. The Jaycee has 200,000 mem- 
bers and there are 2,750 chapters. Dur- 
ing his first year in the Junior Chamber 
of Commerce, Mr. Buckner served as 
local aviation chairman. In 1947 he was 
named to the Ogden board of directors. 
In civic activities he has served as chap- 
lain of his American Legion post; 
county drive chairman for Red Cross: 
campaign solicitor for Community Chest 
and as scoutmaster of his local troop. 
A Sunday school teacher and member of 
the Latter Day Saints Church, he is 
married and has three children. 

* * 

John H. Muller, vice president, Equi- 
table Life Assurance Society, has been 
elected vice chairman of the board of 
Stevens Institute of Technology, Hobo- 
ken, N. J. Since 1946 he has been a 
trustee. 


* * * 


J. Finlay Allen, vice 
secretary of Home Life, has been with 
that company 25 years. His first duties 
with the company were in the actuarial 
department. He became assistant secre- 
tary of the company in 1929, secretary 
in 1941 and vice president and secretary 
in 1950. He is a former president of 
Life Office Management Association and 
is a Fellow of Society of Actuaries. 


president and 


* *£ 2 


G. Albert Lawton, CLU, general agent 
in New Haven for Aetna Life, has been 
named president of his local University 
of Notre Dame Alumni Club: 





the schools. his interviewing 
either at the col- 
leges or later when they were brought 
to New York, Mr. Cameron demonstrated 
that he is a remarkable judge of talent, 


character and human nature. 


fices of 
of these young men, 
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ALFRED J. BOHLINGER 


A. J. Bohlinger, Superintendent of 
Insurance, New York State, has been 
appointed by Governor Dewey to be a 
member of a newly appointed committee 
for economic progress, its personnel be- 
ing state officers. The Governor says 


the committee will operate in a “dy- 
namic expansion of business and em- 
ployment in New York State.” The 


committee will take advantage of the 
potential for economic growth, obvious 
in view of the fact that “we are enter- 
ing a period of greatest economic 
growth.” He cited as evidence of the 
state’s larger economy the new State 
Thruway, the St. Lawrence Seaway and 
power projects, the proposed deepening 
of the Hudson River channel and a 
great many new additions to the physi- 


cal pl: in of the state. Continuing he 
said: “State agencies represented on 
the committee will work together on 


adjustments of new social and economic 
conditions and act as salesmen for the 
state.” Superintendent Bohlinger will re- 
turn from Europe on July 28. 

. es 


O. A. Krebs, general agent, Aetna 
Life, 151 William Street, New York, and 
Mrs. Krebs will sail for France later this 
month on the Liberte. They will auto- 
mobile to Conliege in Normandy where 
they will visit their d:< uughter Sandra 
who with two school friends is visiting 
the Jura Mountains. Miss Krebs enters 
Smith College this fall. After leaving 
Normandy, Mr. and Mrs. Krebs will 
drive through the chateau country of 
France and then go to Zurich Switzer- 
land. 

oe. a 

Kathryn M. Lavin, who was elected 
president of the National Association of 
Insurance Women at the annual meeting 
of that group held in New Orleans, La., 
is secretary to J. Garneau Weld, presi- 
dent, Charles L. Crane Agency Co., St. 
Louis. Miss Lavin, who has been with 
the Crane Agency for 17 years, is a 
past director of Region 5 of the Na- 
tional Association of Insurance Women. 
This region comprises 28 clubs of Insur- 
ance Women in Iowa, North Dakota, 
South Dakota, Minnesota, Wisconsin, 
Illinois and Missouri. At the end of her 
term as director of the nation ul associa- 
tion, she was elected second vice presi- 
dent of the national organization in 
1952, and at the 1953 national meeting 
she advanced to first vice president. A 
member of the Insurance Women of St. 
Louis since 1948, Miss Lavin has held 
various positions in that organization, 
including that of president. 
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Harry Lorun Severson 


Harry Lorun Severson, who has been 
appointed executive secretary of the 
National Association of Insurance Com- 
missioners’ Committee on Valuation of 
Securities, has had a career which em- 
braces experience in economics, invest- 
ments, accounting and education. In 
Washington he had activities affiliated 
with several Government agencies, and 
for years he was a teacher in colleges. 

His wide range of information, cou- 
pled with his character and standing, 
impressed the Commissioners as qualify- 
ing him for the important job which 
he has assumed. Chairman of the com- 
mittee on valuation of securities is 
Superintendent A. J. Bohlinger of New 
York. Chairman of the subcommittee is 
Commissioner W. Ellery Allyn of Con- 
necticut. The offices of the committee 
are at 117 Liberty Street, New York. 
Mr. Severson succeeds L. A. Griffin who 
was the pioneer executive secretary for 
the committee and who is retiring. 

Mr. Severson was born on a farm in 
Lyon County, Iowa, near the South 
Dakota border. After attending Iowa 
schools he was graduated from Sioux 
Falls, S. D., high school. Then he was 
graduated from University of Minnesota 
with a B.S. degree, majoring in ac- 
counting. 

For 13 years Mr. Severson was a 
teacher in colleges, beginning in 1924 
at Mississippi State and continuing there 
for five years as an instructor in ac- 
counting. He then taught the same sub- 
ject at St. Thomas College in St. Paul. 
Next, he joined the faculty of Indiana 
University where he was assistant pro- 
fessor of economics, teaching money 
and banking subjects. For three years 
he was on Indiana University Extension 
teaching staff. He did graduate work in 
summer schools, getting his master’s 
degree in business administration at 
University of Chicago in 1931. His last 
teaching assignment was at University 
of Omaha as head of department of 
economics, which was from 1935 to 1937. 

Leaving the field of education Mr. 
Severson entered Government service, 
his experiences in Washington being 
broad and valuable. At the start he was 
with Federal Deposit Insurance Corp., 
a Federal bank supervisory agency, 
where he was associated with the or- 
ganization and administration of the 
securities unit. This unit serviced bank 


examiners with particular reference to 
securities. For a year and a half at 











FDIC he also was assistant chief of 
the division of research and statistics. 

In 1946 Mr. Severson went with Bank- 
ers Trust Co., New York, in its develop- 
ment department. Next, he had three 
years’ experience with Dun & Bradstreet 
in its municipal department; then had 
come a new demand on the part of 
some Government people for his serv- 
ices. It was a postwar period when there 
was considerable reorganization of Gov- 
ernment agencies. This resulted in his 
having experience with the Housing and 
Home Finance Agency, the division of 
Housing Research, the Office of Price 
Stabilization and the Defense Produc- 
tion Administration. 

While at FDIC he was loaned to the 
Commissioner on Municipal Obligations 
of the National Association of Super- 
visors of State Banks, and in that post 
he helped prepare its report on “munici- 
pals,” published in 1941, his part of the 
report being the preparation of a section 
relative to municipal credit analysis. He 
is also author of an article in Cincinnati 
Law Review, entitled “Survey of the 
Economics of Allowances for Bad Debts 
on Loans Held by Commercial Banks.” 
This article, by the way, was 100 pages. 

In 1953 Mr. Severson left the Govern- 
ment and after a short period with the 
New York Pharmaceutical Manufactur- 
ers Association as its economist, he as- 
sumed on July 1, 1954, his new duties as 
executive secretary of the Commission- 
ers’ Committee on Valuation of Securi- 
ties. 

Mr. Severson lives in Forest Hills, 
Long Island, and is a bachelor. 


* * * 


More About Business Lobbyists 


An article published on this page in 
June 25 issue which described how lead- 
ing men in Canadian industry guard the 
life and the prosperity of business by 
carefully scrutinizing all legislative mat- 
ters before the Canadian Parliament in 
Ottawa, keeping in touch with the legis- 
lators and other government men and 
influencing them by logic and common 
sense arguments, has attracted consider- 
able attention among insurance lawyers 
in this country. The headline on a story 
in the Financial Post of Toronto, and 
the article which accompanied it, fur- 
nished the base for the comments I 
made. The headline was this: “They 
Help Business Do Business with Ottawa 
—Experts, not Lobbyists, Get Results by 
Knowing the Governmental Maze.” 

The situation in Washington is some- 
what different than that in Ottawa. 
While business men, especially those 
representing the Chamber of Commerce 
of the United States and National As- 
sociation of Manufacturers, as well as 
the insurance industry, and the financial 
world, make frequent appearances at the 
United States capital, there are many 
lawyers who represent every type of 
organization interested in Washington 
legislation whether it be of business, the 
farms, the labor unions or finance. In 
Washington the representatives appear- 


ing in behalf of their organizations are 
registered as lobbyists. At one time the 
word “lobbyist” had a cynical and sinis- 
ter aspect in the minds of the general 
public. That is no longer the case. If 
legislation is inimical to representatives 
of business, most of whom have head- 
quarters in Washington, they do not 
object to being registered as lobbyists. 

In discussing the Financial Post ar- 
ticle and the difference between the 
Ottawa and Washington situations, one 
of the leading lawyers in the insurance 
business said to me: 

“Like the Canadians, we try to work 
through government agencies and go to 
Congressmen only as a_ last resort. 
Probably, we contact legislators more 
than the Canadians do. Our Congress- 
men do not resent conferences with 
lobbyists provided there is no attempt 
to apply direct political pressure. 

“Another point in the Canadian pa- 
per’s article that interested me was the 
trend toward using other than lawyers 
for lobbying work. The technical as- 
pects of legislation frequently requires 
legal training, but the day-to-day nego- 
tiation with Government and legislators 
requires other talents. The perfect 
lobby, in my opinion, is one that is com- 
posed of lawyers and non-lawyers, the 
latter being selected for their ability 
to get along with people, understand po- 
litical trends and the capacity to work 
out practical solutions to legislative 
problems. We must place a high value 
on sound judgment because important 
decisions have to be made daily without 
too much time for study or considera- 
tion. These decisions are more likely 
to be sound if the talents of the staff 
are well diversified.” 


The success of business representa- 
tives and lawyers in connection with 
legislation may depend upon a number 
of avoidances of procedure. Those 
avoidances were printed by the Finan- 
cial Post, and, as I did not publish them 
in the former article on this page, I 
present them for the consideration of 
American lawyers who may not have 
seen the Financial Post article. They 
follow: 

DON’T suppose that any Ottawa repre- 
sentative can wave a political wand and 
win you entrance to an imaginary “inner 
circle.” He can’t, and there isn’t one. 

DON’T suppose that you need an in- 
termediary to discuss your problems with 
the Government. The best way to ap- 
proach the Canadian Government is the 
straightforward and direct way. The 
Canadian civil service is not fenced round 
with rigidity. You don’t have to be intro- 
duced. 

DON’T be impressed by anybody who 
says he can “get you into the office of 
Mr. So-and-So.” If you have a real prob- 
lem and Mr. So-and-So is the right man 
to deal with it, all you need is his tele- 
phone number. And you can get it from 
the Government exchange. Officials would 
usually rather discuss business problems 
direct with the businessman concerned than 
through any agent or representative. 

If you do use a business representative 
in Ottawa, you don’t buy either influence 
or introductions. You buy technical knowl- 
edge and expertness. 

The Government's impact on your busi- 
ness ts inevitably complex. The rules and 
regulations which it has to administer— 
with the tariff as an outstanding example 
—are a maze to the uninitiated. 

The Ottawa representative, to be any 
use, has got to know the way through the 
mase. He must be an expert, not a front 


man, 
* * * 


Wants Average Fee Plan 

The time has passed when the medical 
profession can predicate a fee on the 
basis of ability to pay, Dr. Edward J. 
McCormick, outgoing president of the 
American Medical Association, declared 
to delegates attending the opening ses- 
sion of its 103rd annual meeting in San 
Francisco recently. Doctors, he said, 
should consider the creation of an aver- 
age fee schedule on a regional basis. 

It was his opinion that the program 
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would serve two purposes: (1) appro- 
priate values for professional services 
would be publicly established, and (2) 
insurance underwriters would know 
what schedule of benefits to offer in 
various areas, and the degree to which 
the policyholder might have to supple- 
ment the insurance benefit would be- 
come predictable. 

He went on to say that after such 
a program is arranged by doctors them- 
selves, those doctors who do not cooper- 
ate should be called before the grievance 
committees of their local societies to 
show cause why they should not be sus- 
pended or expelled. 

Dr. McCormick said that many recog- 
nized insurance authorities feel volun- 
tary health insurance has placed too 
much emphasis on the first dollar of ex- 
pense for medical care and too little 
or no emphasis on the last dollar. 

The speaker paid tribute to voluntary 
health insurance and the improvement 
of benefits as well as the adoption of 
ethical standards for insurance adver- 
tising. However, he warned that “vol- 
untary insurance becomes a sham unless 
we take action to make the protection 
realistic.” 

* + * 


Junior Cabinet Officer 

Samuel C. Waugh, recently appointed 
Assistant Secretary of State for Eco- 
nomic Affairs, is head of the Hartford 
A. and H. general agency at Lincoln, 
Neb. Divisions of the State Department 
under Mr. Waugh’s direction embrace 
a broad range of important functions. 
In the Economic Affairs branch there 
are four major divisions: Office of Eco- 
nomic Defense and Trade Policy, Office 
of Financial and Development Policy, 
Office of International Materials Policy, 
and Office of Transport and Communi- 
cation. These offices are further divided 
into a total of 14 policy staffs. Each of 
the four offices has a director and 
deputy director, and each policy staff 
has a staff chief. In all there are ap- 
proximately 300 State Department per- 
sonnel under Mr. Waugh’s supervision. 


* * * 


Carson’s Hole in One 

Ellis H. Carson, president of National 
Surety Corp. and vice president of Fire- 
man’s Fund, scored a hole-in-one while 
playing golf the other week at the 
Peterboro, New Hampshire, Golf Club. 
His lucky shot was on a 135-yard hole 
and he used a seven iron. Rumor has 
it that on the dav he played this game 
Mr. Carson was “playing hooky” from 
an executive committee meeting of the 
Association of Casualty & Surety Cos, 
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Watkins Heads Aetna 
Group’s Multiple Lines 


SUCCEEDS SECRETARY GENTRY 


Has Had Wide Experience in Both 
Underwriting and Production of Fire 
and Inland Marine Business 


Appointment of Assistant Secretary 
Fred D. Watkins as head of the Aetna 
Insurance Group’s multiple line under- 
writing operations is announced’ by 
President Clinton L. Allen. 

Mr. Watkins succeeds Secretary Bax- 
ter Gentry, who has resigned as_ of 
August 1 to enter the services of John- 
son & Higgins, New York brokerage 
house. Mr. Watkins has had wide ex- 
perience in both underwriting and pro- 
duction of fire and inland marine busi- 
ness. He has been associated with the 
multiple line enterprise as a member of 
the company committee since the early 
days and has been directly assisting Mr. 
Gentry for several months. 

A native of Little Rock, Ark., Mr. 
Watkins entered the Aetna’s employ in 
1937. following graduation with high 
honors from the Wharton School of 
Finance and Commerce of the University 
of Pennsylvania. Starting as an assistant 
examiner in the home office, he was 
appointed special agent in Arkansas in 
1939. After nearly five years in the 
Army, where he attained the rank of 
major, he returned to Arkansas and 
was promoted to state agent in March, 
1946. 

Mr. Watkins was called to the home 
office in September, 1948, and appointed 
general ag gent in the Southern depart- 
ment. His election as an assistant secre- 
tary of the fire companies followed in 
November, 1950, and he was made assis- 
tant secretary of all the group compa- 
nies in February, 1951. 


Edwin eed Director 
Of Fire Association Cos. 


Edwin Stewart has been elected a di- 
rector of the Fire Association of Phila 
delphia and Reliance of Philadelphia. 
Mr. Stewart is well known in insurance 
circles both in this country and abroad, 
being president of the Excess Manage- 
ment Corporation of New York, under- 
writing manager of the Excess Reinsur- 
ance Association. 

Mr. Stewart succeeds the late Dr. David 
McCahan, professor of insurance, Uni- 
versity of Pennsylvania. 


Staples at Providence 
Robert F. Staples, special agent for 
the Home Insurance Co. at Waterville, 
Me., has been transferred to the Provi- 
dence, R. I., office. Mr. Staples will 
State 


serve under the supervision of 
Agent Warren R. Campbell at that 
othce. 


CANADIAN BUREAU ELECTS 

The following honorary officers were 
elected for 1954-55 by the Fire Under- 
writers’ Investigation Bureau of Can- 
ada, Inc.: president, Norman C. Bethune, 
Home Insurance Co. of New York; first 
vice president, S. M. Elliott, Phoenix 
of Hartford; second vice president, L. 
W. Blair, Federation Insurance Co. of 
Canada. 


AMERICAN INS. CO. DIVIDEND 
Directors of the American Insurance 
Co. have declared a dividend of 60 cents 
a share, payable October 1 to stock- 
holders of record September 1. 


F. M. HUMPHREY STATE AGENT 


Appointed in Central New York for 
Phoenix of Hartford Group; Lampe 
Special in Western District 


Frank M. Humphrey has_ been ap- 
pointed state agent for the Phoenix of 
Hartford Group in the central New 
York field. He has had an unusually 
broad background, having served as a 
fieldman in Connecticut and Kansas and 
as assistant manager of the company’s 
New York metropolitan department. 

Mr. Humphrey will be assisted by 
Special Agent Dana F. Higgins, Jr., and 
make his headquarters at the Onondaga 
County Savings Bank Building, Syra- 
cuse 2. 

William H. Lampe has been appointed 
special agent in the western New York 
territory for the group. The announce- 
ments are made by Edward J. Martin, 
vice president. 

Mr. Lampe has been trained in the 
Phoenix home office school in Hartford. 
He will assist State Agent Henry 
O’Loughlin and headquarter in Buffalo. 





NATIONAL UNION EXPANDS 


Adds Five New Special Agents to Field 
Force in Texas, Florida, Pittsburgh 
and Washington 


The National Union Insurance Com- 
panies have added five new special oe 
to their field force, according to W. 
Rattelman, president of the Sos tReet 

B. D. Cogburn has been appointed 
special agent at San Antonio, Texas. Mr. 
Cogburn attended North Texas State 
College and was employed in Odessa and 


Dallas, Texas, before joining National 
Union. : 
Earl J. Hensel, Jr., and Gordon K. 


Welch have been appointd — special 
agents at Orlando, Fla. Mr. Hensel at- 
tended the University of Florida and had 
been associated with the Florida Inspec- 
tion and Rating Bureau. Mr. Welch 
graduated from Duke University in 1950 
and had served another company as spe- 
cial agent. Later, he became secretary- 
treasurer of the Brinkman - Welch 
Agency in Orlando. 

Clyde R. Van Wickle served as special 
agent for two other companies before 
joining National Union as a_= special 
agent in Pittsburgh. He attended the 
Pittsburgh School of Accounting and 
Was inspector and assistant manager for 
the Pittsburgh office of the Middle De- 
partment Fire Underwriters Association 
from 1927 to 1937. 

Andrew P. Weiblinger, recently ap- 
pointed special agent at National Union’s 
Washington, D. C., office, had been em- 
ployed as an underwriter in the com- 
panies’ Pittsburgh home office for more 
than seven years. He attended the Uni- 
versity of Pittsburgh and was employed 
by a Pittsburgh bank before joining 
National Union. 


HOME ADVANCES SHUPE 


Eli Shupe, state agent for the Home 
Insurance Company at Milwaukee, Wis., 
has been appointed manager of that 
office. He became affiliated with the 
Home organization in St. Louis in 1929. 
Later recalled to the company’s head 
office in New York as supervising under- 
writer of the Western department, Mr. 
Shupe was transferred to Milwaukee in 
1936 as a special agent. In January, 1951, 
he was wenn as state agent. 


DOMINION FIRE DIVIDEND 

Dominion Fire Insurance Corp. of 
Canada declared a dividend of $3, pay- 
able July 2 to shareholders of record 
June 30. 


















Opening of On-Job Training Course 
For New Fire Protection Engineers 





















































Lewis A. Vincent, NBFU’s general manager, outlines to class of 20 engineers 
some of the activities of the National Board. Seated at left is Professor Edgar P. 
Slack, chairman of undergraduate physics at Brooklyn Polytechnic Institute, who 
is conducting the five-month course under the direction of John A. Neale, NBFU’s 
chief engineer (at right), assisted by Carl Weers (seated next to Mr. Neale) and 


other senior staff engineers. 


Twenty engineers, who were grad- 
uated from various engineering colleges 
throughout the country last month, be- 
gan a five months’ training course in 
fire protection engineering at the Na- 
tional Board of Fire Underwriters in 
New York City last week. 

The course conducted by Edgar P. 
Slack, professor and chairman of under- 
graduate physics at Brooklyn Polytech- 
nic Institute from which he is presently 
on leave, will cover all phases of munici- 
pal fire protection with senior engineers 
of the National Board presenting the 
lectures. 

Lewis A. Vincent, NBFU’s general 
manager, said that the on-the-job train- 
ing program is designed to fill the need 
for specialists in fire protection en- 
gineering and that after completing the 
course the men will be assigned to the 
National Board’s teams of engineers 
making surveys of the fire fighting and 
fire protection facilities of the nation’s 
major cities. 

Surveys a Major Activity 


The surveys, Mr. Vincent said, are 
one of the major activities of the Na- 
tional Board and over the years 500 
cities have been inspected—several of 
them many times. Last year, for in- 
stance, engineering teams working out 
of the New York, Chicago, and San 
Francisco offices completed 82. 

The surveys deal with municipal water 
supply, fire-fighting and alarm facili- 
ties, building codes and structural con- 
ditions. They are furnished to the Na- 
tional Board’s member companies to as- 
sist in their underwriting and to city 
officials to inform them if and where 
their protection is weak and how it can 
best be improved. The activity, con- 
ducted without cost to the cities, has 
been instrumental in bringing about 
broad improvements in municipal fire 
protection. 

In his greeting to the new staff en- 
gineers, Mr. Vincent spoke briefly on 
oe various activities of the National 
Board, emphasizing that the organiza- 
tion was devoted to serving the fire in- 
surance business and the public. 

John A. Neale, NBFU’s chief en- 
gineer, is supervising the course. He 





is being assisted by Carl Weers and 
other senior staff engineers. The stu- 
dents in the course include the fol- 
lowing: 

John L. Jablonsky, New York City, 
graduate New York University; Harold 
Goldwasser, New York, graduate New 
York University; Thomas J. P. Sullivan, 
Yonkers, N. y. graduate Manhattan 
College; Edward E. Hammer, Brooklyn, 
graduate Manhattan College; Leopold 
F. Gabay, New York, graduate Cooper 
Union; George B. Brosky, Jr., Glendale, 
N. Y., graduate Cooper Union; Albert 
J. Fiske, Bayside, N. Y., graduate Man- 
hattan College. 

Also Warren Nerz, Newburgh, N. Y., 
graduate Manhattan College; Leslie A. 
Scher, Forest Hills, N. Y., graduate 
Georgia Institute of Technology; Carl 
H. Dallman, Astoria, Long Island, grad- 
uate Georgia Institute of Technology; 
Carl L. Frick, Jr., Freehold, N. J., gr rad- 
uate Georgia Institute of Technology; 
Nathaniel F. Odell, Bayonne, N. J., grad- 
uate Marietta College; Leonard B. Wil- 
son, Jr., East Orange, N. J., graduate 
Newark College of Engineering; Marvin 
J. Myrick, Lancaster, Pa., graduate Uni- 
versity of Miami. 

Also Robert F. Schultz, Chicago, grad- 
uate University of Illinois; Richard D. 
Smith, Chicago, graduate University of 
Illinois; Theron R. Olson, San Leandro, 
Calif., graduate Oklahoma Agricultural 
& Mechanical College; Franklin J. Dem- 
cak, Minneapolis, graduate Yale Uni- 
versity; Cecil Q. Cook, Ames, Iowa, 
graduate Iowa State; Lawrence H. Rut- 
land, Jr., Schenectady, N. Y., graduate 
Rensselaer Polytechnic Institute. 


Zopfi Transferred 


Robert M. Zopfi has been appointed 
special agent for southeast Texas for 
the North British Group, replacing John 
R. Roberts, recently resigned. Mr. Zopfi 
will have offices at 909 Pioneer American 
Insurance Building, Houston. 

After serving in the Navy during the 
last World War, Mr. Zopfi graduated 
from Howard College and was with the 
Alabama Inspection and Rating Bureau 
several years. He has been a special 
agent for the North British Group in 
Alabama for more than a year before 
this transfer. 
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NAIA Convention 
Program Outlined 


SERVICE WILL BE STRESSED 


Opening Session Monday Morning, Oc- 
tober 4, With Territorial Sessions 
to Follow; To Close October 7 


“Service Is Our Business” is the theme 
of the 58th annual convention of the 
National Association of Insurance Agents 
which will be held at the Conrad Hilton 
Hotel in Chicago, October 4-7. 

The service theme, according to Presi- 
dent E. J. Seymour, Monroe, La., will 
be featured in three work sessions de- 
signed primarily to bring the agent up 
to date on the latest developments in 
insurance, with particular emphasis on 
such coverages as inland marine, fidelity 
and surety, accident and health, general 
liability and time element coverages. 
Particular emphasis is being given to 
the first three of these subjects inas- 
much as they were revealed by the 
recent NAIA agency cost study to be 
the smallest in premium volume in most 
of the agencies studied. 

First General Session 

The convention will get underway at 
9 am. Monday, October 4, with a show- 
ing of the new color film, “The Wind 
and the Fury” which has just been 
released by the National Board of Fire 
Underwriters. The opening general ses- 
sion follows at 9:30 a.m. 

This year, instead of preceding the 
opening general session as in the past, 
the territorial conferences will follow 
that session at 11 a.m. on Monday. The 
closing general session has been sched- 
uled for Wednesday, October 6 at 2:30 
p.m. at which time a prominent speaker, 
yet to be announced, will address the 
convention. 

Once again, the metropolitan and 
large lines agents committee and the 
rural and small lines agents committee 
will conduct breakfast meetings on 
Wednesday morning, October 6. 

Local arrangements for the conven- 
tion, including the ladies program and 
entertainment, are in the hands of Ed- 
win P. Simon, president of the Chicago 
3oard of Underwriters. The entertain- 
ment portion of the program will be 
handled by Doris Hurtig and Associates 
under the generous sponsorship of the 
Continental Casualty and Continental 

Assurance Companies. 
Reception After Banquet 

The NAIA reception, which was so 
well received by the members at the 
Washington convention last year and 
which had its inception at that meeting, 
will be sponsored this year by the 
America Fore Insurance Group. It will 
be held following the annual banquet 
and entertainment on Wednesday eve- 
ning, October 6. The Presidential ball 
will be held on Tuesday evening 
at 9 o’clock under the sponsorship of 
the Miller’s National. 

To give agents and their wives a 
breathing spell during the convention, 
Monday evening, October 4, has been 
designated as open night and nothing 
of a formal or informal nature has been 
scheduled for that evening. 

Joseph A. Neumann, Jamaica, N. Y., 
vice president and chairman of the ex- 
ecutive committee, has announced that 
his committee will hold a four-day 
meeting immediately preceding the an- 
nual convention starting on Thursday 
morning, September 30. 

Information on the convention, as well 
as application blanks, can be secured 
from any state association office or the 
NAIA headquarters, 96 Fulton Street, 
New York, N. Y. 


WILLIAMS NAMES McCORMICK 

President T. Morgan Williams of the 
New York Board of Fire Underwriters 
has appointed J. P. McCormick, assis- 
tant United States manager of the 


Royal-Liverpool Insurance Group, as a 
member of the committee on losses and 
adjustments to succeed the late Charles 


E. Black. 


Assistant Secretary 
Of the Travelers Fire 






4 


WILLLIAM T. SCHAFER 


Appointment of William T. Schafer as 
assistant secretary of the claim depart- 
ment of the Travelers Fire and Charter 
Oak Fire was announced by J. Doyle 
DeWitt, president of the companies. 

Mr. Schafer joined the Travelers in 
1936 as a member of the claim depart- 
ment in the Boston office. He was pro- 
moted and appointed a supervisor in that 
office in 1939 and advanced to assistant 
adjuster in 1945. In 1951 he was made 
a supervising adjuster in charge of fire 
and marine claims in the Boston office. 

A graduate of Northeastern University, 
Mr. Schafer is married and has three 
children. 


MARKETING METHODS STUDY 


Prof. Bickley to Examine Distribution 
Methods in Europe in 1955; Now 
Conducting Survey in U. S. 


Insurance distribution methods in Eu- 
rope will be studied next year by Asso- 
ciate Professor John S. Bickley of Ohio 
State University. He has been assigned 
to research duty from March through 
September, 1955. 

The European project grew out of a 
similar project which Professor Bickley 
is currently conducting in this country. 
He is seeking to determine the nature 
and extent of the various methods by 


which property-liability insurance is 
distributed. His work involves statis- 
tical analyses of the results achieved 


through various marketing methods. 
During the coming six weeks Pro- 
fessor Bickley will be visiting the home 





NEW NORTH AMERICA FORM 





Broader Dwelling Policy in Pennsylvania 
Introduces New Method of Writing 
This Type of Insurance 

A new dwelling policy providing 
broader, more simplified protection for 
dwellings will be offered in’ Pennsyl 
vania, it is announced by the North 
America Companies. Effective July 20 
the new policy replaces the present 
dwelling form and introduces a new 
method of writing insurance on_ this 
class of business. 

North America’s new dwelling policy 
offers the same broad coverage with 
respect to fire and extended coverage 
perils as is contained in the companies’ 
homeowners policies. Additional extended 
coverage can be included without en- 
dorsement. In form the policy is easier 
to understand and simpler to write. Fire 
and extended coverage rates are ex 
pressed in combined form. For mos: 
classes of risks eligible to be insured 
under the new dwelling policy the rates 
have been reduced. 

The rules for writing dwelling busi- 
ness have also been simplified and mod- 
ernized. The policy can be bought on a 
prepaid basis for terms of one, three or 
five years, or on a simple annual pay- 
ment plan. A new protection grading 
system will be used. Revised rules and 
rates have also been issued for motels, 
camps and other residential classes of 
business. An attractive handy premium 
chart will be distributed for agents’ use. 

When the new rules, rates and forms 
become effective on July 20, all North 
America Companies policies written with 
the standard dwelling form will auto- 
matically be granted the broadened pro- 
visions of the new contract. 


ENTERS TWO MORE STATES 
In line with its policy of expansion 
into additional states, American Uni- 
versal of Rhode Island has recently been 
admitted as a multiple line carrier in 
Colorado and Montana. The company 
is now licensed in Rhode Island, Florida, 
Montana, Colorado, Wyoming and the 
Territory of Alaska. 





offices of approximately 25 property- 
liability insurance companies which are 
developing and testing new ideas in the 
marketing area. Through interviews with 
top company officials, an effort will be 
made to compile a summary of the types 
of methods used, their effectiveness, and 
the problems created for management. 

Both the United States and European 
studies will be published by the Bureau 
of Business Research of the university. 
The U. S. analysis is scheduled for 
publication for September, 1955. The 
European report will appear a year later. 





" Manhallan 


What Price Anniversaries ? 
Anniversaries are a dime a dozen in the insurance business, 
the cynics say. Some people take them for granted. Not us. We 
think it’s great to be part of a stable, enduring business. We've 
enjoyed every milestone since issuing our first policy in 1924. 
We hope to enjoy many more, and by the score. If yours is a 
forward-looking agency seeking a helpful company connection, 


perhaps you would like to share them with us. 


COMMENCED BUSINESS 1924 
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FIRE & MARINE INSURANCE COMPANY 


MORE AND MORE AGENTS AGREE: “MAKE MINE MANHATTAN” 


New York 38, N. Y. 











Boston and Old Colony 
Promotions Announced 


MANAGERS IN NEW YORK STATE 


Cowan, Syracuse; Moulton, Albany; 


Sundbeck, Rochester; Thornton, Buf- 
falo; Hall Manager at Providence 


The Boston and Old Colony Insurance 


Companies announce several promo- 


tions and appointments occasioned by 


the development of the two companies’ 


multiple line underwriting program 
Field service offices in a number of 
instances have outgrown that designa- 


tion, and such offices are now expanded 
and staffed with a full complement of 
field, underwriting and claim personnel. 
The following have been appointed 
managers: 

Robert D. Cowan, manager of the 
Syracuse, N. Y. branch office. Mr. Cowan 
was graduated, from Ohio State Uni 
versity, and during World War II 
served as midshipman in the Navy. Mr. 
Cowan has represented the companies 
at Syracuse since 1951. 

Philip N. Hall, manager of Providence 
branch office. Mr. Hall was graduated 
from Nichols College and has repre 
sented the companies in Rhode Island 
since 1950. Previous to that he was spe- 
cial agent for the Employers’ Group 
and state agent for the Royal-Liverpool 
Group. 


Kookogey Baltimore Manager 


James E. Kookogey, manager of Bal 
timore branch. A native of Baltimore, 
Mr. Kookogey attended both local pub- 
lic and private schools, including the 
Baltimore Polytechnic Institute. He has 
acquired a considerable background of 
multiple line experience, having previ 
ously been connected with both casualty 
and fire companies. Mr. Kookogey came 
with the companies on May 1, 1950 

John MacKenzie, manager of New 
Haven branch. He has been representa 
tive in Connecticut since 1946 and pre- 
vious to that was special agent for the 
Royal Exchange and the Travelers Fire. 

Lewis C. Moulton, formerly special 
agent in Rochester, N. Y., is now man- 
ager of Albany branch office. He will be 
with W. Richard Webster, regional 
manager for New York State. Mr. Moul- 
ton was graduated from Syracuse Uni- 
versity in 1950 and during World War II 
served in the Air Force. Mr. Moulton 
has been special agent in Rochester 
since 1952. 

John W. Sundbeck, manager of Roch- 
ester branch. He attended Essex College 
and Drakes College in New Jersey and 


was graduated from the brokers’ and 
experience rating course at the Insur- 
ance Society of New York. He joined 


the companies in March, 1954, with both 
underwriting and field experience with 
the Interboro Mutual Indemnity and the 
Zurich. 

Roger S. Thornton, manager of Buf- 
falo branch. Mr. Thornton was gradu- 
ated from the University of Kentucky. 
He joined the two companies in June, 
1953, having previously been casualty 
special agent for the Aetna Casualty & 
Surety and the Home. 


White and Marable Advanced 


Irvin F. White has been promoted to 
superintendent of the automobile de- 
partment in the home office in: Boston. 
\ll phases of the companies’ automobile 
underwriting activities will be under his 
direct supervision. Mr. White received 
his education in the public schools of 
Hartford and for 13 years was 
ciated with the Hartford Accident & 
Indemnity as auto casualty underwriter. 
He joined the companies in August, 1952. 

James E. Marable, Jr., has been ap- 
pointed casualty special agent in the 
newly formed casualty and surety divi- 
sion under Harry F. Thompson, mana- 
ger, Virginia-Caroline department. Mr. 
Marable was trained by the Aetna Casu- 
alty and traveled for two years for that 
company in parts of Georgia, southern 
Alabama and the panhandle of Florida, 
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Chandler Outlines How Agents Can 
Help Meet “Non-Agency” Competition 


In a talk recently before the Georgia 
Association of Insurance Agents, Wn. 
Stephen Chandler, secretary of the Phoe- 
nix of Hartford Group and head of the 
agency manage ment advisory service de- 
partment, told how producers may help to 
meet the threats to their business offered 
by aggressive non-agency competitors. 
With fire and automobile premiums con- 
stituting nearly 65% of the average agent’s 
income it is essential that he act to protect 
what he has. Mr. Chandler's talk is pre- 
sented in part as follows: 

Why is the danger of the “non- 
agency” insurance writers so real to- 
day? Certainly the idea of the insured 
dealing direct with the insurer and do- 
ing away with the agent’s service is no 
longer a matter of abstract discussion. 
Any thought that “it can’t happen 
here” is ridiculous, because it is hap- 
pening. What an indictment of the 
American Agency System it would be 
if order-taking store clerks sufficed to 
replace the qualified insurance agent ! 

I have no doubt whatsoever about the 
perpetuation of the American Agency 
sang because it has proven itself to 
be the best means of serving the public. 
The public has been, and always will be, 
willing to pay for top-grade service and, 
so long as the agency system provides 
it, there should be no fear for its con- 
tinuance. If an agent fails to live up 
to his obligations of service to his clients 
and loses business to the cut-raters, it 
is certainly not the fault of the system. 
Need to Contact Assureds 

The chief danger in today’s situation 
lies in the fact that the agent is either 
satished with the present order of 
things or does not have time to accom- 
plish the job of contacting and servicing 
the majority of his clients in a satisfac- 
tory manner. 

The time lack may be due either to 
(a) an inefficient office system, or (b) 
‘penny-wise management.” By penny- 
wise management, I mean, that the 
agent, in his desire to keep the maxi- 
mum number of profit dollars in his own 
pocket, does not maintain a staff large 
enough to permit him to personally see, 
sell, and service his clients. And yet to 
see, sell, and service your clients is the 
only way you can justify the principle 
of doing business on a commission basis. 

Everyone agrees that the only reason 
for spending more money for something 
that can be obtained elsewhere for less 
is to receive an additional value for it. 
Here is what one prominent agent had 
to say about this: 

“Our agency service must be of such 
quality as to be worth the additional 
cost or our customers will eventually 
leave us. Since the public pays an addi- 
tional cost for our kind of insurance, it 
has a right to expect to get what it 
pays for; namely, the services of a 
highly trained professional insurance ad- 
visor.” 

Customer Neglect 


As an agent’s business grows and his 
customers increase beyond a _ certain 
number, it becomes more and more diffi- 
cult for him to render a highly-person- 
alized, advisory service. He may be 
prone to feel that the mere issuance 
and delivery (by mail, generz lly) of a 
policy, the collection of the premium, 
and the rendering of assistance only at 
a time of accident or loss, qualifies as 
“service.” 

As an illustration of customer neglect, 
a recent survey by a very large carrier 
developed the fact that 62% of assured 
had not been contacted by agents, per- 
sonally, since the policies were orig- 
inally sold. Of this 62%, 45% had since 


purchased one or more additional cov- 
erages from another agent. 

To further emphasize the lack of per- 
sonal contact with customers, here are 
a few comments on this subject made 


by one who is familiar with the agency 
business: 

““As one member of the public,” he 
said, “with a house that can burn, with 
an automobile that can kill, and with 
only an earned income that can be 
wiped out by any one of a multiplicity 
of perils, I know that there are an awful 
lot of insurance agents who haven’t even 
started to do the agent’s job. How do I 
know? Because they haven’t come near 
me. They haven’t called me on the 
phone or even sent me a postcard.” 


Personal Approach 


As a practical matter, the automatic 
issuance and mailing of renewals has 
worked fairly well up to now, insofar as 
retention of policies is concerned, but 
what about the lost opportunities for 
production and_ professional service? 
The continuance of a system which lim- 
its contacts with the majority of clients 
to the telephone or mail does not qualify 
as good management in the light of 
present conditions. 

By this impersonal approach, you 
merely polish the welcome mat and 
openly invite the “non-agency” writers 
to come in. They are only too happy 
to send out door-to-door salesmen to 
get the choice automobile and dwelling 
business. 

No matter how hard an agent may try 
to justify a service plan that involves 
limited personal contact with his clients, 
it is folly for him to overlook the fun- 
damentals of customer service on which 
the price of the insurance he sells is 
based. How else is he going to be able 
to justify the difference in the cost ex- 
cept by proven personal service? 


Agency Cost Analysis 


No doubt all of you have reveiwed the 
NAIA agency cost survey by Arthur 
Schwab. 

During the past five years, our agency 
management service department has 
also obtained a great deal of informa- 
tion on agency operations costs. In 
studying the cost data of individual 
agencies, we have noted a wide variation 
in the percentage of net profit. It is 
very mystifying to me to observe that 
some agents make 25% to 40% more net 
profit than others operating under simi- 
lar circumstances. Why is this so? It 
must be due to the type of management, 
for the percentage of net profit is 
about the only yardstick that an agent 


has to measure the capability of his 
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management. 

May I suggest that you develop the 
details of your various operations costs 
and compare it with the national aver- 
ages and also with a few of your 
friendly competitors and see how good 
a management job you are doing. 

Last August we conducted an ad- 
vanced agency management forum in 
our home office for one week for a 
selected group of experienced agents. 
The percentage of net profit (includ- 
ing salaries to management) varied from 
25% to 65%. 


Key to Office Expense 


The key to office expense, of course, 
depends on the work load and lies in: 

a) The number of policies and en- 
dorsements written. 

b) Billing and collections. The over- 
all collection expense is determined by 
the type of agency collection policy— 
basically, it should be collect, finance, 
or cancel within a prescribed time. 

c) Method of handling renewals 
(whether by automatic issuance or ob- 
taining order in advance). 

The answer to the over-all total of 
office expense depends principally on: 
1) Efficiency of your office system. 

2) Capabilities of your office staff. 

3) Caliber of supervision. 

Based on NAIA cost surveys for years 
1947 and 1952, the office expense for 
average agency has declined .5%. In the 
$200,000 and over premium group, office 
expense increased 4.8%. 

For the past decade, office expenses 














have averaged about 14 of commission 


income. Please observe that clerical 
salaries, which accounted for 19.8% of 
expense in last survey, have risen only 
about 1.1% since the 1947 survey. 

The salary cost alone emphasizes the 
need for an efficient system and a ca- 
pable, well-trained staff. It is very sig- 
nificant to us that agents making the 
highest percentage of net profit have 
fewer but better qualified, trained help. 


Record Keeping 

Just remember that sound manage- 
ment does not permit individual preju- 
dices to prohibit adoption of newer and 
more efficient systems. No agent today 
can afford the luxury of a horse-and- 
buggy system. 

Sound administrative control of your 
agency depends on a well-devised and 
efficiently operated filing system. It has 
a tremendous effect on your ability to 
obtain and hold clients. A customer may 
easily be lost in a moment of delay, con- 
fusion or error. 

Den’t make the mistake of thinking 
that a good filing system means filing 
everything. Most filing is based on fear 
in the first place. Office people, from 
the boss to clerks, file most everything 
because they are simply afraid to throw 
it away. Every piece of paper doesn’t 
become sacred just because it has some 
typing on it. 

While many papers and_ records 
agents keep have a definite value, the 
yardstick for retention should be: “Only 
records that are used profit a business.” 
Records not used often enough to jus- 
tify expense of maintenance may be 
classified as “luxury information” and 
generally represent a waste. 


New Office Equipment 

Few agents seem to realize that one 
of the greatest business revolutions of 
all times is now underway in the office 
equipment field. Hardly a day goes by 
but someone comes up with a new 
method or system that gets rid of lost 
motion and duplication of effort. The 
substitution of mechanical office equip- 
ment for human labor has long since 
proven to be highly economical. The 
latest thing we have learned about in 
the realm of labor saving is the new, 
chemically treated correspondence paper 
that entirely eliminates the use of car- 
bon paper. 

Successful agents tell us that there 
are literally dozens of ways in which 
they can save time, improve efficiency, 
and reduce costs. Therefore, it is essen- 
tial that you be constantly on the alert 
for all labor-saving ideas and devices. 

One of the most popular time-savers is 
the use of form letters on collections. 
We have a set of eight tested letters 
available on request. 

Production Control System 

Let us assume that by now you are 
taking a realistic view of the intensified 
nature of your competition and have 
concluded to so organize your agency 
that you can personally see, sell, and 
service your clients. 

To accomplish the objective of proper 
coverage for each client and increased 
premium income for the agency, many 
successful agents have adopted the fol- 
lowing plan of production. They first 
classify their accounts into three major 
groups, according to their importance 
and premium potential. 

The next step is an analysis of each 
client’s insurance needs which can best 
be made at renewal time. The accounts 
in Group No. 1, consisting of the larger 
premiums, are of course analyzed first, 
then Groups No. 2 and No. 3. Since 
Group No. 3 consists of single-shot, 
small-premium accounts, they naturally 
will not require much time or attention. 

The next phase of this plan is the 
preparation of a written sales control 
record card for each customer in Groups 
No. 1 and No. 2. The applicable classes 
of insurance are printed on the card 
depending on whether the account is 
commercial or personal. 


Survey and Analysis 


Most agents make a written survey 
(Continued on Page 26) 
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The Plus Values of Representing the North America Companies — Rr 


North America’s decentralization 


makes your job 


As a busy Agent you need quick action on under- 
writing problems, immediate decisions on new or un- 
usual risks. Our Agents get that from North America 
Service Offices, 49 in number, strategically located 
throughout the United States and Canada. 


Now decentralization is carried one step farther 
with the establishment of North America’s new process- 
ing offices, set up to handle certain functions formerly 
handled at the head office. These are located in Spring- 
field, Mass.; Philadelphia, Pa.; Macon, Ga.; Austin, 
Texas; Richmond, Indiana; and San Jose, California. 
A departmental office for Canada is located in Toronto. 


This decentralization of production and processing 
functions will help serve the public better through 






easier! 


the Agency System, and so make your job easier. 


This is another “Plus Value” that comes from being 
associated with the North America Companies. Ask the 
manager of the nearest North America Service Office 
to give you all the facts about other advantages of 
representing this pioneering insurance group. 


? NORTH AMERICA COMPANIES 


Insurance Company of North America 
’ Indemnity Insurance Company of North America 
® Philadelphia Fire and Marine Insurance Company 


PROTECT WHAT YOU HAVE© Philadelphia 1, Pa. 


Pioneers in Protection—serving with 20,000 Agents in the Public Interest 
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N. Y. Insurance Day 
At Biltmore, Sept. 15 


TEN GROUPS ARE SPONSORS 


Cooperating Producers Groups Plan 
Comprehensive Educational Affair; 
Admission Method Given 
The largest condition of producers’ 
New State is 
the second annual 
New York Insurance Day on Wednes- 
day, September 15. This cooperating 
group resulted from the promise made by 
the Greater New York Insurance Bro- 
kers Association to have this event be- 
come a widely sponsored educational 
conference, rather than have it remain 

the activity of a single organization. 

Plans are well enough under way al- 
ready to predict this will be an even 
more comprehensive affair than the ini- 
tial event. 


organizations in York 


jointly sponsoring 


Entire Ballroom Floor Taken 


The entire ballroom floor of the Bilt- 


more Hotel, Madison Avenue and Forty- 
third Street, New York, will again be 
the stage for talks from all branches of 
the industry, and a wide array of ex- 
hibits. The organizations which re- 
sponded to the invitation of the Greater 
New York Insurance Brokers Associa- 
tion to come together in creating New 
York Insurance Day on a_ permanent 


basis are: 

Bedford 
Associatic yn, 
Association, 


-Stuyvesant Insurance 3ro- 
Bronx Insurance Bro- 
Brooklyn Insurance 
Association, Brooklyn Insurance 
Brokers Association, General Brokers 
Assowiation of Metropolitan District, 
Greater New York Insurance Brokers 
Association, Independent Insurance Bro- 


kers 
kers 
\gents 


kers Association of Brooklyn, Life Un- 
derwriters Association of the City of 
New York, Long Island Insurance Bro- 
kers Association, and New York City 
Insurance Agents Association. 

The 1954 New York Insurance Dav is 
planned as a meeting for everyone in 
the insurance business, rather than only 
for producers. 

Because of the wide interest alreadv 


the sponsoring organiza- 
very moment a permanent 
is being sought for New 
York Insurance Davs of the future. 
Admission to this vear’s Insurance 
Dav will aeain he by advance registra- 
tion only. Considering the attendance at 
last vear’s Insurance Dav everv one is 
urged to obtain their own registration 
well in advance. Because of the joint 
snonsorshin there will be no mass dis- 
tribution of tickets by anv organization 
Registration cards are being made avail- 
able in every insurance comnanv office. 
and in every insurance association office 


expressed by 
the 
form and home 


fions, at 


Approve Allstate in Pa. 


The Pennsylvania Tnsurance Denart- 
ment has anproved the fire insurance 
filing of Allstate Insurance Co. The 


rates filed are approximatelv 20% helow 
hureau rates on residential dwellings 
Pennsylvania is the eighth state to ap- 
nrove Allstate for fire, the others being 


Colorado, Tilinois. Kentuckv, Michigan, 
Nebraska, New Mexico, and North Da- 
kota. 


AGENCY MANAGEMENT COURSE 


Held at University of Wisconsin; Many 
of Faculty Formerly Taught at 
Univ. of Conn. Summer Course 

The University of Wisconsin held a 
school on Advance Agency Manage- 
ment during the last of June and first 
days of this month. It was attended by 
about 60 members of the Wisconsin As- 
sociation of Insurance Agents and the 
faculty was made up in great part of in- 
structors who have been at the School 
on Advanced Agency Management held 
at the University of Connecticut for the 
past six to eight years. 

Roy Duffus, prominent local agent 
of Rochester and past president of the 
New York State Association of Insur- 
ance Agents, who taught at the Wiscon- 
sin school, says that “our friend, Arthur 
O’Connell of Cincinnati spoke on ‘Sur- 
veys and Analysis.’ Byron Clark of Chi- 
cago spoke on advertising, and Richard 
Layton of Rough Notes did his usual 
good job on office preedures. Professor 
Frank Beach of the University of IIli- 
nois gave the opening talk on salesman- 
ship and did a fine job. 

“T had two sessions of two hours each 
on ‘How to Be a Better Agent’ and also 
showed fire and auto accident movies. 
All of those named were on the Coznec- 


ticut faculty. 
“The school at the University of Con- 
necticut has been discontinued, and it 


now might appear that one of the mid- 
western states will pick up the idea and 
perhi ipS carry it on in a dy it central 


point. It would be a tragedy such a 

fine course were discontinued eae 
and it is to the credit of the Connecti- 
cut Association that they carried the 


financial load for so long, aided by Larry 
Ackerman of the University of Connec- 
ticut, to whom much of the credit is 
due.” 


J. FRANK McCLURE ILL 


J. Frank McClure of Loudonville, 
Ohio, widely known insurance man, has 
been ill in University Hospital in Co- 
lumbus. He is one of the oldest members 
of the Ohio House of Representatives 
in point of service and a candidate for 
the speakership at the next session. 


COMMENDS INTER-REGIONAL 


New York Agents Call New All Physical 
Loss Policy Constructive Step To- 
ward Uniformity in Policies 


Arthur L. Schwab of 
York State Associatien of Insur- 
Agents commends the Inter-Re- 
gional Insurance Conference, of which 
R. M. Beckwith is secretary-manager, 
for its efforts toward achieving uniform 
contracts of insurance. In a letter to 
Mr. Beckwith President Schwab states: 

“At the annual convention of the New 
York State Association of Insurance 
Agents on May 4 of this year, the mem- 
bers assembled unanimously adopted a 
resolution calling for the companies +o 
unite in their efforts to produce uniform 
contracts and thus avoid the harmful 
effects of the present independent and 
uncoordinated action in the issuance of 
forms of coverage on the dwelling class 
of business. 

“It was most encouraging to read the 
announcement of your organization in 
the recommendation to all rating organ- 
izations to adopt the new “All Physical 
Loss” policy, which is a most construc- 
tive step in answer to not only the 
agents’ request, but is in the public in- 
terest. It is hoped by our organization 
that your progressive move will influ- 
ence the industry to bring about the 
stabilization desired.” 


President the 
New 


ance 





Greater Des Moines 
Agents’ Assn. Formed 


The Greater Des Moines Insurance 
Association has been formed by a group 
of fire and casualty agency executives. 
Officers are Roy J. Eide, president and 
treasurer; George LaMair, vice presi- 
dent; and James Bragg, secretary. 

Members of the executive committee, 
in addition to the officers include: S. 
D. Butters, William Sturgis, Martin 
Hauge and R. M. Evans. Purposes of 
the organization are to encourage 
ethical practices and to promote better 
relations between insurance agencies and 
the public. The group also will actively 
participate in safety and fire prevention 
campaigns, 


Roeder Succeeds Carr for 
Home at Waterville, Me. 


The Home Insurance Co. announces 
retirement of Dana G. Carr, manager 
of its Waterville, Me. office. Mr. Carr 
joined the Home as a special agent in 
New Hampshire in 1923 and in that 
capacity was transferred to Maine a 
few months later. He was appointed 
state agent in 1925 and made manager 
of company operations in Maine in 1946. 

William A. Roeder, formerly special 
agent, has been appointed state agent to 
succeed Mr. Carr. Mr. Roeder was em- 
ployed by the Home, October, 1937, in 
the Eastern department and was trans- 
ferred to Maine as special agent in 
September, 1946. 





‘““Mom can’‘t 
be on guard 
24 hours a 
day — but 
BABACO can.” 
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ADS FEATURE PRODUCERS 


Atlantic Companies Find No Adequate 
Substitute for Competent Independent 
Agent or Broker in Selling 


The Atlantic Companies of New York 
in June ran advertisements in leading 
the 
featuring the services of the 
local agent and broker. Entitled “Why 
You Need a Middleman to 
ance,” the Atlantic Mutual and Centen- 
nial said to the public: 

“The 
ally 
is therefore in the best position to eval- 


newspapers in various parts of 


country, 


3uy Insur- 


insurance agent or broker usu- 


knows his clients personally and 


individual insurance require- 
not 
you need him, 


uate their 


ments. His services are restricted 
to office hours; whenever 
and under whatever 
stands ready to help. 

“Because he is not limited to a single 
company, the independent 
agent or broker is familiar with the 
products of many companies and can 
select the company and policy that best 
fits your particular situation. 

“Tf there should ever be a difference 
of opinion between you and your insur- 
ance company, your insurance agent or 
broker represents your interests in set- 
tling the matter. 

“In our 112 years’ experience, we have 
found that there is no adequate sub- 
stitute for a competent, independent 
agent or broker in securing insurance 
protection to meet your needs and in 
assisting you when you are in trouble.” 


circumstances, he 


insurance 


Robert B. Sweeney Joins 
H. Mosenthal & Son, Inc. 


H. Mosenthal & Son, Inc., 86-vear- 
old insurance brokerage firm, with of- 
fices at One Cedar Street, New York 
City, announces affiliation with them of 
Robert PB. Sweeney. The latter at- 
tended Phillips Andover Academy. On 
Tune 16 he graduated from the Wharton 
School of Finance and Commerce at 
the University of Pennsylvania, where he 
majored in insurance. He is a member 
of Delta Tau Delta fraternity and while 
an undergraduate was elected to the 
Friars Senior Honorary Society in addi- 
tion to being very active in the Mask 
and Wig Club. 

Mr. Sweeney is the second member 
of the third generation in his family to 
be associated with the Mosenthal organ- 
ization. His grandfather, Thomas M. 
Sweeney, is president; his father, 
Thomas W. Sweeney is executive vice 
nresident and treasurer; and his brother. 
Thomas W. Sweeny, Jr., is secretary of 
the corporation. 


James L. Brownlee, Jr., Dies 


Tames L. Brownlee, Tr.. 54. former 
mavor of Manorhaven, p and head 
of the Brownlee insurance agency of 
Flushing, died this week at his home 
in Manorhaven. L. J. He was the first 
president of Flushing Kiwanis Club, 
director of Oueens Chamber of Com- 
merce, a member of Sands Point Yacht 
Club and the Queens Society of Local 
Agents and belonged to the board of 
trustees of Flushing Y.M.C.A. 
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Neville on Criteria Designed to 
Measure Value of a Local Agency 


In the light of present day problems for local agents John A. Neville, 
executive secretary-general counsel of the National Association of Insurance 
Agents, feels it may be important to consider the various criteria that may 
be used to measure the value or worth of a local agency. Speaking recently 
before the Texas Association on this subject he said in part: 


Value Is What Agency Will Sell For 
When we speak of the value of an 
agency, what we really mean is how 
much we could sell it for or, put another 
way, if we were a prospective purchaser 
of this agency, how much would we have 
to pay for it? In trying to determine 
a proper dollar figure for this value we 
envisage the classic situation where the 
seller is not forced to sell and the pur- 
chaser is not forced to buy. = | 
The seller will sell if the price is high 
enough, and the purchaser will buy if 
the price is reasonable and fair. Natu- 
rally whenever we have a transaction 
which is predicated on a financial emer- 
gency on the part of the seller for in- 
stance, we do not have a good set of 
facts upon which to evaluate the worth 
of the agency. 
Generally, the cash value of an insur- 
ance agency is a difficult and elusive 
figure to calculate, as evidenced by the 
fact that some prospective buyers have 
bid as much as three times the amount 
of another bid for the same agency. 
This inconsistency does not mean that 
any of the bidders were necessarily miss- 
ing the market, but it can mean, and 
probably does, that the same agency 
can be worth more or less to different 
people, depending on their individual 
position and capabilities. 


Analyzing Each Account 


The valuation of an agency can be 
determined on a realistic basis by ana- 
lyzing and rating each individual expira- 
tion in the agency. Some tests which 
can prove useful in this connection are: 

1. Is it possible to sell the insured 
any other types of insurance? 

2. What is the credit experience with 
the insured ? 

3. Has the business been written at 
tariff rates? 

4. Is the insured a good risk from an 
underwriting standpoint ? 

5. Is the account direct business ? 

6. What are the probabilities of trans- 
ferring the account to the new owner? 
7. How much premium does the ac- 
count develop? 

8. Is the account written on a one, 
three or five year term? 

9. How old is the insured? 

10. Has the account been 
serviced ? 

11. What is the nationality and social 
status of the policyholders? 

If the expirations withstand the tests 
outlined above in a reasonably satisfac- 
tory manner, the analyst is well along 
in the first step in determining the value 
of the agency. However, before final 
judgment on agency valuation can be 
passed, the following general business 
factors should be considered: 


properly 


General Business Factors 


(a) Any prospective buyer of an agen- 
cy should examine in detail the propriety 
and efficiency of the bookkeeping and 
filing systems to determine their value. 

(b) Be certain that the accounts ap- 
pearing on the books of the agency have 
not been previously cancelled without a 
proper record being made. 

(c) Agency personnel is an important 
matter to be considered by the prospec- 
tive purchaser. This situation is gener- 
ally further broken down into two ques- 
tions: 

(1) Will the employes stay in the new 
arrangement ? 

(2) Does the new owner want any or 
all of them to stay? 

(d) What is the relationship of the 
agency to its companies? If the agency- 
company experience has been friendly 


and satisfactory, the buyer’s chances of 
appointment by the companies will be 
enhanced. On the other hand, if the 
companies have had considerable diffi- 
culty with the agency in such matters 
as loss ratio and balances, they may not 
be interested in continuing the agency 
when and if it is transferred to the 
new owner. 

(e) No prospective buyer should over- 
look the possibility of chattel mortgages 
and the general assignment of the prop- 
erty of the agency. A check should be 
made to certify to the buver’s satisfac- 
tion that the seller owns free and clear 
that which he is proposing to sell. 


Seller on List of Expirations 


While it has been pointed out repeat- 
edly that a prospective buyer should ob- 
tain full and complete information re- 
garding the agency which he may 
purchase, the list of expirations is one 
thing concerning which the seller is en- 
tirely justified in exercising caution. The 
seller should not expose his list of expi- 
rations to the buyer or the buyer's 
representative for longer than is abso- 
lutely necessary; and in no event should 
the seller permit a copy of this list to 
be made. 

The seller should be present at all 
times when the buyer is examining the 
accounts. The reason for this precaution 
is rather simple. If something happens 
during the negotiations and the sale is 
not consummated, it may become known 


that the prospective purchaser has been 
able to compromise the expirations. This 
will lower the value of the agency as to 
other possible purchasers. No prospec- 
tive purchaser will pay as much for 
expirations which are known to others as 
he will pay for those kept confidential 
and properly safeguarded. 

It often happens that an established 
insurance agency becomes interested in 
purchasing the business of a competing 
agency in the same vicinity. The moti- 
vation can be for a variety of reasons. 
some of which may be the limiting of 
troublesome competition, the obtaining 
of additional company representation, 
and the acquisition of names of prospec- 
tive insurance buyers for solicitation pur- 
poses. Very often the purchasing agency 
merges with the purchased agency and 
the business is conducted in an expanded 
manner without any basic change in its 
business form. 


Buying Out Competitor 


In the event a well-established, effici- 
ently managed agency desires to take 
over a competitor for a specific reason 
such as mentioned above, it would prob- 
ably not be as vitally concerned with the 
factors for determining the value of an 
agency as would an individual. who is 
buying a business with the intention of 
making it his sole source of income. 
When a going agency determines that it 
would be to its over-all advantage to 
buy out another agency, the details, pre- 
viously described as useful in evaluating 
the expirations are of much less impor- 
tance. 

The purchaser in this type of transac- 
tion is less interested in the efficiency 
and business practices of the agency 
purchased for the reason that the pur- 
chasing agent in most cases expects to 
revitalize and realign the acquired busi- 
ness by making it a part of his own. 

After some of these general consider- 
ations are disposed of it is still neces- 
sary to express the value of the agency 
in terms of dollars. The traditional for- 
mula for determining the value of an 
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agency is 1-2% times the average an- 
nual net commissions. This rule of 
thumb, however, is often questioned as 
to whether it is accurate enough to use. 
Probably not if used in a vacuum, but 
it becomes useful and workable if em- 
ployed in connection with other consid- 
erati some of which have already 
been discussed. 

It will be noticed that the term “net 
#nnual commissions” is used in the for- 
mula. By making this the basis of our 
calculations we make no allowance for 


ions 





or give no consideration to the relative 
degree of efficient agency management. 
Inasmuch as the ultimate objective of 
agency operation is to make a profit, 


agencies yielding the highest percentages 
of net return have a greater value than 
those which do not. “Net return” in this 
instance is considered to be the net 
commission income less the total ex- 
penses of operating the agency, including 
such items as rent, salaries, selling ex- 
penses and profit, but before taxes, 


Figuring Price of Agency 
According to the NAIA comparative 


agency cost survey of 1953, the ratio 
of net commission income to net return 
is less than two to one. This means that 
the agent’s net return on each commis- 
sion dollar is less than 50 cents. As a 
matter of fact, the survey showed this 
figure to be approximately 43 cents. 

Inasmuch as the purchase of an insur- 
ance agency under normal conditions 
should be considered a speculation, it is 
not unreasonable for the purchaser to 
expect a return of his capital investment 
in 2-2% years, and in any case not to 
exceed a maximum of 3 years. Accord- 
ingly, for example, a $100,000 average 
annual premium agency produces $20,000 
in average annual net commissions, yield- 
ing a net income of $10,000 annually. 
As outlined above, the purchase price or 
the value of the agency would be com- 
puted on the basis of 2-2% times the 
net income figure of $10,000, which would 
equal $20,000 - $25,000, provided the tests 
and considerations give a_ satisfactory 
picture of the agency as a good value 
basically. 

In this example, the value of purchase 
price of $20,000 - $25,000 would be sub- 
ject to further modification because the 
estimate is calculated on the basis of 
100% renewals. Natural attrition from 
such causes as death, transfer of ac- 
counts and competition are responsible 
for every established agency's suffering 
a loss or from 10-15% of its renewals, 
with the possibility of this loss percent- 
age going as high as 25%. 


Capital Recovery Period 


It may well be argued that a maximum 
of three years is too short a period in 
which to expect a complete capital re- 
covery in the purchase of an agency. It 
must be remembered, however, that 
there is little if anything of a tangible 
nature which is being purchased; and 
inasmuch as the future of the agency 
depends so heavily upon the personal 
characteristics of the agency force, the 
purchase price of an agency should be 
determined accordingly. : 

In summary, it appears that the old 
formula of 1-2% times the average an- 
nual net commissions is only accurate 
on the lower side of the formula, namely 
1% times the annual net commissions or, 
said another way, 2-2% times the 
average annual net income (which is 
about 50% of the commission). 

It is of course to be understood that 
no formula or list of considerations can 
completely resolve every situation that 
might arise. All we have attempted to 
do is to provide a guide which in some 
cases may assist a seller or a purchaser 
of an insurance agency. The price will 


vary from one location to another, as 
considerations and business conditions 
differ. 


Obviously there would be differences 
between an agency located in a small 
town and one located in a metropolitan 
center, which no formula in the world 
could reconcile. The point to remember, 
however, is that no matter how the 
figure is calculated, an insurance agency 
has a very real value, and this value 
is predicated entirely upon the survival 
of the American Agency System as we 
have come to know it. 
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PUTNAM IN SOUTH AMERICA 


AFIA Official Visiting Branch Offices; 
Irvine, Hebert, Smith and Ackerman 
to Hemispheric Meeting 
office trips are as essential 
insurance business as 


Branch 
to the overseas 
breathing, said Harrington-Putnam, as- 
sistant general American 
Foreign Insurance Association, just be- 
fore taking off on a 10,000 mile trip 
through South America for the purpose 
of visiting branch offices, and exchang- 
ing information on important insurance 


manager of 


contracts and re-insurance treaties. 

“No matter how many cables are sent, 
no matter how many phone calls are 
made, no matter how many letters are 
sent—there just isn’t any substitute for 
sitting across from a branch office man- 
ager, or an important insurance prospect, 
or an important government official—and 
talking face to face,” he said. 


Mr. Putnam will visit AFIA offices 
in Santiago, Chile; Buenos Aires, 
Argentina; Rio de Janeiro, Brazil, and 


Caracas, Venezuela. 
He will be in Rio de Janiero in August 


for a meeting of all South American 
branches of AFIA, and for the Fifth 
Hemispheric Conference on Insurance. 


AFIA executives who will be in at- 
tendance at the Hemispheric Conference 
are L. C. Irvine, general manager of 
AFIA, and C. S. Tucker, superintendent 
of South American branch offices. AFIA 
officers who will attend the conference 
are W. A. Hebert, president of AFIA 
and president of the Springfield Fire 
and Marine; Harold V. Smith, former 
president of AFIA, and chairman of the 
board for the Home Insurance Company, 
and Daniel R. Ackerman, former presi- 
dent of AFIA and chairman of the board 
of the Great American. 


Heavy Wind and Hail 


Losses at Baltimore 


The National Board of Fire Under- 
writers reports that damage well over 
a million dollars was caused by the wind 
and hailstorm that ripped the north 
central and northeast area of Baltimore, 
Md., and the nearby Towson area on 
July 5. 

The wind, which at times reached 
velocity of 60 miles an hour, with gusts 
reported up to 80, ripped up trees, roofs 
and awnings. Hailstones, some as large 
as a baseball, crashed skylights and 
caused extensive damage. 

The National Board said that between 
11,000 and 12,000 claims for damage 
had been filed. It assigned Serial No. 
50 to this catastrophe. 


Cincinnati Office for 
North British Group 


The North British Group has opened 
a new regional service office in Cincin- 
nati, Ohio, at 1426 Third Bank Building, 
to serve its agents in southwest Ohio. It 


is in charge of Wm. A. Gibson, Jr., re- 
gional mauager. 

Mr. Gibson was Inspector for the 
Michigan Inspection Bureau for many 


years and then for about nine years 
traveled out of the North British’s De- 
troit office as a fieldman. Beginning 
November, 1946, he was associated with 
the Columbus service office before being 
transferred recently to the new Cincin- 
nati office. 


National Names Dugan 
Special at Garden City 


The National of Hartford Group an- 
nounces appointment of William J. 
Dugan, Jr., as special agent at the Gar- 
den City, N. Y. service office where he 
will be affiliated with State Agent C. A. 
3utler. Prior to joining the National of 
Hartford Group, Mr. Dugan served suc- 
cessively as a local agent, casualty field- 
man and multiple line fieldman with two 
other companies. 











Lightning as a Hazard to Homes 


Lightning and thunder result from an 
electrical charge generated by the ac- 
tion of wind-whirled rain in a cloud. In 
most cases the charge is negative in the 
cloud’s lower regions, and seeks to make 
contact with a positive charge in the 
earth’s surface. 

As the negative charge moves through 
the heavens, its positive earth-charge 
moves with it, like a shadow. When the 


charge becomes strong enough a low 
current passes from cloud to earth. 
This is followed by a stroke flashing 


back to the cloud that sometimes attains 
200,000 amperes. Cloud potentials initi- 
ating lightning have been measured as 
high as 200,000,000 volts. 

Even though the charges in the earth 
and sky seek to make contact, the des- 
tination of the bolt is not determined 
until within a few hundred feet of the 
ground, where the highest object in the 
vicinity usually is selected as the path 
of least resistance. 

Purpose of Lightning Rods 

At this point, the home owner, whose 
unprotected house is surrounded by 
trees considerably higher than his resi- 
dence, will draw a sigh of relief. But, 
even if there are trees nearby, they do 
not eo offer the , of least 


resistance. Why? Because the house 
itself abounds in such natural lightning 
attractors as waterpipes, vent pipes, 
radio and TV antennas, house wiring 
systems, etc., which may be selected by 
the lightning bolt as the easiest path to 
earth. 

The purpose of lightning rods is to 
prevent damage due to direct strokes 
to buildings, trees and other objects on 
which they are installed. The lightning 
rod system offers the easiest way for 
the lightning to contact its earth charge. 
That is, the lightning current uses the 
channel provided by the lightning pro- 
tection system, rather than using the 
protected structure itself. 

Today, while a good many people do 
not understand too clearly what causes 
lightning, or the exact way the protec- 
tive system works, there are few who 
deride its efficiency. Many fire insur- 
ance companies award reductions in fire 
insurance premiums on certain types of 
buildings which have properly installed 
and maintained lightning protection sys- 
tems. 

For further 


information, write to the 


United Lightning Protection Associa- 
tion, Inc., 404 Jefferson Building, Syra- 
cuse, N. 





CANNOT COERCE BORROWER 


Federal Court Decision Enjoins Lender 
From Dictating Placing of Insur- 
ance on His Property 


The anti-trust suit of the Federal Gov- 


ernment against Investors Diversified 
Services of Minneapolis and five sub- 
sidiaries has concluded with handing 


down of a consent decree in Federal 
Court in Minneapolis prohibiting the de- 
fendant from requiring a borrower to 
purchase fire insurance on his mortgaged 
property from any producer or com- 
pany designated by IDS. In. several 
states, including New York, anti-coercion 
laws exist which have for many years 
prevented such practices as were com- 
plained of in this litigation. 

The Investors Diversified Services and 
subsidiaries are now enjoined from: 

“(a) Requiring a borrower to agree, as 
a condition to the making of a mortgage 
loan, to buy or place the hazard insur- 
ance, which is required to be maintained 
by him on the mortgaged property, from 
or through any agent, broker or insur- 
ance company named or designated by 
defendants; 


(b) Claiming, on behalf of any de- 
fendant, any right which prevents a 
borrower from placing hazard insur- 


ance with anyone other than agents or 
insurers selected by a defendant; 

“(c) Refusing to make a mortgage 
loan, or discriminating in the terms or 
conditions of any mortgage loan or in 
the application of any uniform procedure 
adopted by defendants, because the bor- 
rower will not purchase or accept hazard 
insurance placed or written by a de- 
fendant; 

“(d) Entering into, adopting, adhering 
to, or furthering any agreement or 
course of conduct for the purposes of, 
or which in effect constitutes, per- 
formance of an act enjoined and re- 
strained by the provisions or sub-para- 
graphs (a), (b) and (c) of this para- 
graph.” 

It is understood that, as a result of 
this consent decree, the Justice Depart- 
ment will proceed with similar actions 
against other lenders who have been in- 
dulging in such coercive practices. 


ROSS CAMDEN SPECIAL 
Allen M. Mills, vice president of the 
Camden Fire announces that a new spe- 
cial agent is appointed to assist State 
Agent Herbert A. Elkin in the southern 


part of Illinois and in Missouri. The 
new fieldman is Marion L. Ross. He 
will have headquarters with Mr. Elkin 


at Springfield, Ill. 





Chandler on Selling 


(Continued from Page 22) 


and analysis on all commercial key ac- 
counts. So please don’t confuse this 
basic method of programming insurance 
with a written system of sales control 
of coverages needed and recommended 
for each client for whom a survey and 
analysis has not been made. 

Once the system is in operation, a 
review of each client’s insurance needs, 
prior to renewal date, is made easy. 
This also simplifies sales effort and re- 
duces sales cost and, above all, saves 
valuable time. The order for renewal 
can be obtained and additional insurance 
coverages sold all in one call. The ex- 
tra work involved in originally setting 
up this system pays big dividends in 
customer protection and new premiums. 

The sales control record card provides 
a record of insurance needed and recom- 
mended, but not purchased. In other 
words, it becomes a “decision list” of 
assured’s desires which, in the event of 
an uninsured loss, proves very valuable. 
Those of you who have been on the 
receiving end of a client’s criticism in 
such cases know exactly what I mean. 

This system insures a high level of 
service to customers at all times. By 
checking the control record, your office 
staff can handle matters effectively even 
when you are away quail shooting, on 
vacation, or out of the office soliciting. 
It also automatically reduces the possi- 
bility of losing a good account due to an 
uninsured loss. 

We have developed a graphic outline 
of this plan in diagram form. Samples 
of this customer account analysis plan 


and sales progress record cards are 
available on request. 
Reserves 


Not that I am prophesying a depres- 
sion, but do you consider your agency 
to be “depression proof?” Good man- 
agement dictates the accumulation of a 
reserve fund for emergencies. There are 
certain basic reasons for establishing 
such a reserve, namely, unearned com- 
missions on large risks, bad debts, taxes, 
sudden depreciation of agency assets 
and a_ possible, sustained, downward- 
trend in the economy. The possibility of 
your enforced absence from supervision 
of the agency due to accident or illness 
should not be overlooked as it would 
certainly prove costly. 

What do you consider constitutes an 
adequate reserve? I receive a different 
estimate every time I ask that question. 
Some agents tell me the equivalent of 
three months’ commission is adequate. 
Some say six months, and others think 
that 12 months is a safe margin. 


BEST’S REPORTS PUBLISHED 


Fire & Casualty Edition of Nearly 2,000 
Pages Includes 1,274 Company Re- 
ports; Full Financial Analyses 


Enlarged to include 1,274 complete 
company reports, or 37 more than last 
year, in 1,916 pages, the 1954 edition of 
Best’s Fire & Casualty Insurance Re- 
ports has been largely rewritten to cover 
broad changes in underwriting proce- 
dure made by many older companies to 
improve their competitive position. The 
Reports, which contain comprehensive 
analyses of the financial condition of 
leading companies in the United States 
and Canada, including a summary opin- 
ion or rating, are ready for immediate 
delivery. 

In many instances, revisions in com- 
pany operating procedures were aimed 
toward multiple line underwriting, while 
other changes marked departures from 
conventional methods of doing business, 
particularly in new treatments accorded 
automobile coverage. 

This major work of re-editing has 
permitted uniformity in all exhibits cov- 
ering “by-line underwriting results” 
which are now completely comparable. 
Other exhibits include the latest finan- 
cial statements, investment exhibits, 
summary of stocks and consolidated 
statement figures for multiple line 
groups and fleets. 

A five-year financial and operating 
exhibit shows the progress of each com- 
pany, distribution of assets, capital, re- 
serves, significant ratios, investment in- 
come, etc. There are also: a complete 
one-year exhibit of business written by 
classes; a_ five-year exhibit showing 
growth or decline of volume; and ex- 
hibits covering loss experience on vari- 
ous lines of business written, history, 
management, reputation, officers and di- 
rectors. 

Copies may be ordered as part of 
Best’s Insurance Service from the home 
office of the Alfred M. Best > abo 
Fulton Street, New York 38, N. Y., or 
from offices in Atlanta, Boston, Chatta- 
nooga, Chicago, Cincinnati, Dallas, Los 
Angeles and Richmond. 





New Smokey Stover Comic 
Booklet on Fire Safety 


Flame flunky Smokey Stover has an- 
nounced an open house at the Lisle Hose 
Co. fire station. Everybody’s invited— 
particularly children—to “drop in and 
enjoy our hospitality "in Smokey Stover’s 
new comic book just published by the 
National Fire Protection Association. 

The new_ booklet. (16 pages, four 
colors) is Number Two in the special 
NFPA comic series starring the daffy 
fire laddie created by cartoonist (and 
“Doctor of Firelosophy”) Bill Holman. 

Child fire safety is fireman Stover’s 
major theme in his latest effort; and 
while his antics are silly, he is deadly 
serious in his advice on small fry burn- 
ing leaves or trash, being left home 
alone, reporting fires properly, etc. 

The first Smokey Stover comic book 
published by the NFPA last year (dis- 
tribution to date 700,000 copies) stressed 
general fire prevention in terms of the 
principal fire hazards. 

Both books are available from the 
NFPA for local distribution through fire 
departments and industrial and civic 
channels. They were produced by the 
non-profit technical and educational fire 
safety group in cooperation with car- 


toonist Bill Holman and the Chicago 
Tribune-New York News Syndicate. 
Feature Publications, Inc., New York, 


prepared the books for the association. 


SKIRROW HEADS COMMITTEE 

Sinclair T. Skirrow, vice president of 
the Great American, has been elected 
a director of the New York Board of 
Fire Underwriters and chairman of the 
committee on laws and legislation. John 
Rygel, vice president of the Fulton Fire, 
has been elected vice chairman of the 
committee. 
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Ship Not Constructive Total Loss 
If Repairs Are Below Insured Value 


The New York Supreme Court has 
ruled that a ship is not a constructive 
total loss when repairs can be made for 
less than the specific insured value. In 
the case of Compania Maritima Astra, 
S.A., against P. M. Archdale, an under- 
writer at London Lloyd’s and other un- 
derwriters and companies, Justice Ben- 
jamin J. Rabin awarded a judgment of 
$819,299 to the owners of the Armar, 
against a claim of $1,200,000 on the hull, 
plus $436,000 for cost of maintaining 
the vessel and anticipated freight. These 
latter items would become payable only 
in the event of total loss. 

Tustice Rabin found the costs of re- 
pairs to be $736,315 to which he added 
the cost of recovery of $77,384 and an 
additional $2,600, for the total of $816,- 
299. The Armar’s owners have indicated 
that the judgment will be appealed. 

Court’s Opinion 

In his opinion Justice Rabin stated 
in part: 

“On December 8, 1952, the S. S. Ar- 
mar, a Liberty ship, owned by the plain- 
tiff, while on a voyage from New Or- 
leans to Japan with a cargo of rice 
went aground off the coast of Cuba. 
Efforts to refloat the vessel by its own 
means proved futile and it became nec- 
essary to secure the assistance of a sal- 
vage tug to release her. Salvage opera- 
tions were commenced on December 9 
and it was not until the 13th of Decem- 
ber that the Armar was re-floated. She 
was towed to a shipyard in Savannah 
where she arrived December 20. Sub- 
sequently her cargo was discharged and 
the vessel was dry-docked for the pur- 
pose of ascertaining the extent of her 
damage. 

“A few days prior to the commence- 
ment of this voyage and by contract 1s- 
sued on December 4, 1952, the vessel 
was insured by the defendants against, 
among other losses, total loss or con- 
structive total loss in the amount of 
$1,200,000. 

“The ship not being an actual total 
loss, the plaintiff seeks recovery of the 
full insured value of $1,200,000 on the 
grounds that a constructive total loss 
within the meaning of the policy has 
occurred. That instrument provides ‘no 
recovery for a constructive total loss 
shall be had hereunder unless the ex- 
pense of recovering and repairing the 
vessel shall exceed the insured value.’ 

“Recovery and repair costs, actual and 
probable, are said by plaintiff to go be- 
yond the designated figure; defendant 
controverts plaintiff’s calculations; both 
acknowledge plaintiff’s right to $1,200,000 
if recovery and repair costs surpass 
$1,200,000 although the evidence is clear 
that the sound replacement value of the 
ship was $675,000. 4 

“Other sufficient grounds for decision 
make it unnecessary to determine 
whether the disproportion between the 
insured value in the policy, renewed 
shortly before the ship was grounded, 
and the replacement value of the ship 
raises questions of wagering and gam- 
bling contracts. 

“Antiquity of authority and preva- 
lence of practice stand behind the use 
of the valued policy in hull insurance. 
The validity of such a policy was early 
established and its purpose and function 
to eliminate uncertainty in the valuation 
of a total loss recently admirably stated. 


Burden of Proof on Insured 


“At common law, in the absence of 
contrary policy provision, repair and 


recovery costs in excess of 50% of stated 
value constituted a constructive total 
loss. But the policy here, apparently in 
substantial consonance with the English 
Marine Insurance Act of 1906, §60 (2) 
(ii), requires proof of costs in excess of 
100% of insured value. And the burden 
of such proof, which is on the insured 
is to show, as the policy requires, the 
actual and other necessary costs to be 
in fact, not just ‘probably’ as contended 
by plaintiff, above the insured value, 
although the result here, as will be 
seen, is not different even under a rule 
that the proof of the extent of costs 
must be of a ‘highly probable degree.’ 

“In the calculation of repair and re- 
covery costs it is proper to include ex- 
penditures necessary to deliver the ship 
from its peril to a port of safety and 
thereafter to make it a seaworthy ves- 
sel. Accordingly, in addition to repair 
costs, the expenses of salvage are al- 
lowable: Not to be included, however, 
in determining the existence of a con- 
structive total loss is the allowance pro- 
vided for by the ‘tender clause’ of the 
policy whereby the assured is awarded 
30% per annum of the insured value 
from the time of completion of the sur- 
vey to the acceptance of the tender for 
repair ‘in cases where a tender is ac- 
cepted with the approval of underwrit- 
ers’ for here there was no such accept- 
ance. 

Value of Bids to Repair 


“In proceeding to ascertain whether, 
under the foregoing criteria, plaintitf 
has met its burden of proving a con- 
structive total loss, the bids reported by 
plaintiff must be put to one side. For 
while a reasonable, acceptable, bona fide 
bid is of probative value, bids solicited 
‘with no intent of letting the work, * * * 
have very little, if any, probative value’ 
and here the patent discrepancy between 
repairs requested and replacement value 
of the vessel must have made it clear 
to bidders that insurance recovery, not 
repair, was the true objective of the 
solicitation. * * * 

“No bid or tender is of any value un- 
less the specifications upon which they 
are based fairly represent the extent 
of the damage sustained by the vessel 
and fairly state the work required to 
be done to restore the vessel to its for- 
mer condition. An estimate based upon 
an exaggerated statement of damage 
and on an extravagant listing of the re- 
pair work to be done cannot be a proper 
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guide in determining the cost of repair- 
ing the vessel, even though bids based 
upon such specifications be made with 
a reasonable expectancy that the con- 
tract for the work would actually be let. 

“The plaintiff claims that the specifi- 
cations prepared by its surveyor, Mr. 
Panagopulos, and upon which the ten- 
ders were received, and upon which it 
relies to prove its claim of a constructive 
total loss, are within the former cate- 
gory, while the defendants insist that 
the specifications are in the latter, that 
is, that they are exaggerated. 

“Let us consider the setting in which 
the specifications were drawn. They 
were prepared by the surveyor in the 
employ of the owner and presumably 
working in the owner’s interest. While 
such specifications are often so _ pre- 
pared, nevertheless, it is ordinarily done 
in conjunction with the surveyors repre- 
senting all other interests, such as cargo 
underwriters, hull underwriters and the 
American Bureau of Shipping. The sur- 
vey report referred to as the Emerson 
specifications was an abortive attempt to 
achieve a set of specifications joined in 
by all. 

“Then again, as already indicated, the 
Panagopulos specifications were  pre- 
pared after the tender of abandonment; 
were not submitted until after the ap- 
proval of the owner was obtained and 
were prepared in the knowledge that 
the value of a sound vessel such as the 
one in suit was approximately $650,000. 
The owner and the surveyor realized 
that any amount spent on repairs short 
of the amount necessary to support a 
claim for a constructive total loss could 
only result in a vessel with a market 
value in the vicinity of that amount. * * * 

Damage Exaggerated 

“Tt is true that the grounding and the 
subsequent efforts to refloat the vessel 
caused considerable damage, particularly 
to her bottom. However, I find that the 
damage was not nearly as extensive as 
plaintiff asserts. On the evidence, | can- 
not find that the work required to 
properly restore the vessel is as con- 
siderable as the plaintiff indicates in his 
specifications. * * * 

“T find the damage to have been 
greatly exaggerated and the work called 
for by the specifications to bear no re- 
semblance to necessity. In order to re- 
pair this vessel it is not necessary to 
take the hull and machinery completely 
apart and put them together again in a 
state of cosmetic perfection as these 
specifications seem to require. If an 
owner were obliged to repair the dam- 
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age done to his ship out of his own 
funds, I doubt if his specifications in 
that case would bear much resemblance 
to those that were prepared by plain- 
tiff’s surveyor. 

“It is understandable that when an 
underwriter is to make payment, the 
owner would prepare them more ex- 
travagantly, but these specifications 
seemingly were stretched to the break- 
ing point in order to reach the claim 
for a constructive total loss under the 
policy. Even so, and in spite of the ef- 
fort to magnify the damage, plaintiff 
was only able to reach a total figure, in- 
cluding extras, slightly exceeding the 
desired goal of $1,200,000. 

“The plaintiff’s estimate of the cost 
of repairing the vessel, as reflected by 
the low bid, is $1,102,317. Because of 
the exhaustive manner in which the 
specifications were drawn, there should 
be added for extras a sum not exceeding 
10%. That would bring the cost of re- 
storing the vessel to its former condi- 
tion to $1,212,549 if we were to find for 
the plaintiff in every respect. 

“Mr. Bagger, who gives the highest 
estimate of those given by the three sur- 
veyors testifying for the defendant, fixes 
the cost of repairing the vessel at about 
$500,000. I find that the cost of prop- 
erly repairing this vessel and curing the 
damage caused by this accident to be 
$736,315. 

“In determining whether under the 
policy this vessel may be deemed a con- 
structive total loss, we must add to the 
amount found proper to repair the ves- 
sel a sum representing items not already 
included and which may properly be in- 
cluded within the meaning of ‘recovering 
and repairing’ as appears in the policy 
(supra).” 

For the defendants the attorneys were 
J. C. Crawley, J. C. Prizer and J. J. 
Leibell of Thacher, Proffitt, Prizer & 
Crawley. The plaintiff was represented 
by W. E. Dow, Jr., and J. R. Sheneman 
ot Dow & Symmers. 





Auto Premiums in Ontario 

Premiums earned on automobile in- 
surance in Ontario last year were 20% 
greater than in previous year and the 
total rose from about $58.2 million in 
1952 to nearly $69.9 million in 1953. The 
Ontario total represented 42.3% of the 
premiums earned on automobile insur- 
ance throughout Canada last year. 

Net losses incurred on automobile in- 
surance in Ontario last year were $38.9 
million or 41.7% of all-Canada total. 
Last year’s Ontario losses were 13.2% 
greater than 1952’s $34.4 million. 

With premiums increasing faster than 
losses, the loss ratio in Ontario in 1953 
dipped to 55.7% from 59.1% in 1952. This 
reflects a tendency, noted in other parts 
of Canada, of motorists to be more 
insurance conscious. Other factors in- 
cluded an increase in rates in April last 
year which was offset to some extent 
by discounts offered to certain cate- 
gories of drivers. 


CHOATE SPECIAL FOR HOME 

The Home Insurance Company an- 
nounces appointment of Doug L. Choate 
as special agent with headquarters at 
City National Bank Building, Houston, 
Texas. He will be associated with State 
Agent W. P. Nabors under the super- 
vision of Assistant Vice President 
Warren L. Gravely of Dallas. Mr. 
Choate is a graduate of North Texas 
State University. For the past three and 
one-half years he has been employed by 
the State Fire Insurance Commission 
as an inspector. 
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Covered Payrolls Reach 
High of $12,400,000 


$500,000 RISE OVER YEAR 1952 





4,723,777 New York Employes Entitled 
to DBL Benefits; 25,000 Decrease in 
Claims Over 1952 


Covered payrolls reported under the 
Disability Benefits Law reached a.new 
high of $12,400,000,000 in 1953—an_ in- 
crease of over half a billion dollars over 
similar payrolls reported in 1952, ac- 
cording to information recently released 
by Mary Donlon, chairman of the New 
York State Workmen’s Compensation 
Board. 

For purposes of disability benefits re- 
porting, covered payrolls are limited to 
the first $3,000 of wages or salary paid 
to an employe by an employer during 
the calendar year. 

Insurance carriers reported $10,700,- 
000,000, in 1953 covered payrolls of in- 
sured employers; and self-insured em- 
ployers reported $1,700,000,000 in 1953 
covered payrolls. 

The number of employes entitled to 
benefits during the third quarter of 1953 
—4,723,777—-was the largest in the four- 
year experience under the new law. 

Pointing up the flexibility in the bene- 
fit provisions that are available to em- 
ployers and employes under the New 
York State Disability Benefits Law, Miss 
Donlon reported that $7,600,000,000 of 
the covered payrolls reported were 
wages to employes for whom special 
plans provided benefits generally more 
favorable and in every case more varied 
than the statutory benefit formula, while 
$4,800,000,000 in covered payrolls were 
wages to employes for whom statutory 
benefits were provided. 

Number of Claims Decline 


The number of claims paid in 1953 de- 
clined about 25,000 from the number paid 
in 1952. 

Insurance carriers paid 346,559 initia! 
claims in 1953, self-insured employers 
paid 268,378 initial claims, and the Spe- 
cial Fund for disability benefits paid 
3,196 initial claims. 

Notwithstanding the reduced number 
of claims paid, total benefits paid in- 
creased in 1953 to $87,400,000 as com- 
pared with $79,400,000 paid in 1952. The 
1952 Legislature increased the statutory 
maximum benefit rate, effective April 1, 
1952, from $26 to $30 weekly, and the 
1953 figures reflect a full year at the 
higher benefit level. 

Benefits Increase 


Benefits other than cash, such as 
medical, surgical and hospital care, in- 
creased from $6,120,000 in 1952 to $8,- 
000,000 in 1953. 

The average disability period compen- 
sated was 5.6 weeks in the case of insur- 
ance carriers, contrasted with an aver- 
age of 5.1 weeks in 1952; 2.1 weeks for 
payments by self-insured employers, 
compared with 2.2 weeks in 1952; and 
74 weeks for disabilities compensated 
by the Special Fund for disability bene- 
fits, compared with 7.6 weeks in 1952. 

In the final quarter of the year, 60.4% 
of all covered employes were entitled to 
receive plan benefits and 39.6% of cov- 
ered employes were entitled to receive 
statutory benefits when disabled. 

Less than 64% of all covered em- 
ployes were, at the close of 1953, making 
any contribution toward the cost of pro- 
viding their disability benefits, marking 
a further decline in that group. Of that 
number, 51.4% were entitled to statutory 
benefits and 48.6% were entitled to the 
more flexible plan benefits. 


Unsatisfied Judg. Bill 
Planned by Oregon Agts. 


ANSWER TO COMPULSORY LAW 


Exec. Committee Asks Review of 1951 
Anti-Coercion Bill; Favor Long 
Range Comp. Plan 


At a recent meeting of the Oregon 
Association of Insurance Agents’ execu- 
tive committee, a motion was passed for 
the drafting of an unsatisfied judgment 
bill as a substitute measure to any an- 
ticipated compulsory automobile insur- 
ance measure which might be put forth 
at the next session of the legislature. 
Carey Martin, association counsel, has 
been instructed to formulate such a bill. 

It was announced that the New York 
State Association of Insurance Agents 
will be contacted for advice in regard 
to their experience in combating com- 
pulsory insurance. 

To Present Anti-Coercion Bill 

It was also decided by the executive 
committee to present the association’s 
anti-coercion bill of 1951 to the attorney- 
general for decision as to its uncon- 
stitutionality. This bill, although passed 
by the legislature in 1951, had been 
vetoed by the then Governor McKay 
on the grounds of unconstitutionality. 
If the opinion of the attorney-general is 
now favorable, the executive committee 
desires to present the bill to the legis- 
lature, once again. 

E. M. Stadel, executive secretary of 
the association, has been instructed by 
the committee to advise the Insurance 
Commissioner that in the interest of 
orderly procedure the association is 
against any change in the code which 
would at this time allow the writing of 
indivisible premium, multiple peril poli- 
cies. 

In relation to a discussed program of 


(Continued on Page 33) 


House Kills Health Reins. 
Bill by Vote of 238 to 134 


In a surprise move July 13 the House 
of Representatives voted 238 to 134 to 
kill the Administration’s Federal health 
reinsurance bill which would have set 
up a $25 million fund for the reinsur- 
ance of health policies issued by private 
and non-profit companies or health pre- 
payment plans. By this top-heavy ma- 
jority the measure was returned to the 
House Commerce Committee. Backers 
of the measure concede that, whatever 
the Senate might do, the success of this 
recommittal motion dooms the bill for 
this year. 

Defeat of the bill is considered a sharp 
upset for President Eisenhower who 
had listed the Federal reinsurance pro- 
gram as a major part of his health 
program. Reportedly, two generally op- 
posing sides joined forces to manage the 
surprising defeat. On the one side, 
American Medical Association had been 
fighting apparently almost alone, to in- 
fluence Congressmen ordinarily favor- 
able to AMA’s wishes. On the other 
hand, a large number of Democrats who 
usually favor legislation in the health 
field, voted “no” on this bill. 


New Officers Elected by 


Internat’! Counsel Assn. 

The International Association of In- 
surance Counsel at its 27th annual con- 
vention last week elected the following 
officers and executive committeemen for 
the coming year: 

President—Stanley C. Morris, of Step- 
toe & Johnson, Charleston, W. Va.; 
president-elect—Lester P. Dodd of Craw- 
ford, Sweeny, Dodd and Kerr, Detroit; 
executive committeemen—Francis Van 
Orman, vice president, American Insur- 
ance Co.; Leonard G. Muse of Woods, 
Rogers, Muse & Walker, Roanoke, Va., 
and Wilder Lucas of Finley, Lucas & 
Arnold, St. Louis. 

Vice presidents—Forrest S. Smith of 
Smith, James & Mathias, Jersey City, 
N. J., and Gordon H. Snow, vice presi- 
dent and general counsel, Pacific In- 
demnity, Los Angeles; secretary—John 
1 Kluwin of Bendinger, Hayes & 
Kluwin, Milwaukee (re-elected); treas- 
urer—Charles E. Pledger, Jr.,_ of 
Pledger, Edgerton & Richardson, Wash- 
ington, D. C. (re-elected). 








DO YOU RECOGNIZE THIS INSURANCE BIRD? 


BEEP -THROATED GROUSE 


(genus producerus) 


Knows from sad experience that a 
policy in the hand is.often worth two 
in the Home Office. Note built-in, 
asbestos-lined file drawer for carrying 
“hot” correspondence with insurance 
companies. Sure cure for his ruffled 
feathers is American-Associated’s 
eagle-swift policy-writing service. 


AMERICAN-ASSOCIATED INSURANCE COMPANIES 
SAINT LOUIS 2, MISSOURI 












Ins. Counsel Opposed to 
Auto Compensation Plan 


DEFECTS EXPOSED BY SPEAKERS 


Donovan Calls System Impractical, In- 
equitable; Car Impoundment Favored; 


U-J Funds Disliked 


Members of the International Asso- 
ciation of Insurance Counsel who at- 
tended its 27th annual convention July 
8-10 at White Sulphur Springs, W. Va., 
were generally in agreement that the 
problem of the financially irresponsible 
motorist will not be solved by foisting 
upon the public a compensation system 
with a schedule of benefits. 

James B. Donovan, member of the 
firm of Watters & Donovan of New 
York and Washington, D. C., who was 
the concluding speaker in the open 
forum conducted on financially irrespon- 
sible motorists, stated that the applica- 
tion of the compensation system “would 
be impractical, inequitable and opposed 
to the public interest.” Mr. Donovan 
further maintained that auto accident 
prevention is more important than finan- 
cial recompense to victims; that the 
organized bar has a vital interest in 
compulsory automobile insurance and 
kindred problems, and that the bar 
should resist any attempt toward the 
adoption of the compensation system. 

Two other speakers at this session— 
Henry S. Moser, vice president and gen- 
eral counsel of the Allstate, and Joseph 
P. Craugh, vice president and counsel 
of the Utica Mutual, spoke in opposition 
to compulsory automobile insurance, 
pointing to some of its glaring defects. 
Mr. Moser’s address is reviewed in an- 
other column. Another speaker—Allan 
P. Gowan, general claims attorney, Glens 
Falls Indemnity—gave an analysis of 
policy defenses and defense techniques. 

Moderator of this forum discussion 
was James Dempsey, White Plains at- 
torney, while the presiding officers were 
John J. Lancaster, Jr., Dallas attorney, 
and Harold Scott Baile, general counsel, 
General Accident, respectively chairman 
and vice chairman of the Counsel’s open 
forum committee. 

Craugh for Strengthening 
Responsibility Laws 

Reflecting the views of many who at- 
tended this forum, Joseph P. Craugh 
urged that the present financial respon- 
sibility laws, now operating in most of 
the states, be implemented and strength- 
ened so as to reduce to a minimum the 
number of financially irresponsible mo- 
torists. He pointed out that bills provid- 
ing for impoundment of the motor ve- 
hicle involved in an accident have been 
introduced in some of the states and 
said that such legislation puts the em- 
phasis more upon furnishing an incen- 
tive to the uninsured motorist to become 
financially responsible, rather than at- 
tempting to compensate the victim of 
an accident. 

“Experience in some Canadian prov- 
inces shows this method to be a power- 
ful prod in increasing the number of 
insured motorists,” the speaker empha- 
sized. 

Speaking of other strengthening meas- 
ures, Mr. Craugh said: “There are some 
who advocate that an affirmative provi- 
sion be inserted in our present laws 
which will make it mandatory for all 
owners of motor vehicles to maintain 
proof of financial responsibility at all 
times and for the owner to carry with 
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Moser Asks Fast Action 
On Compulsory Solution 


ADDRESSES INS. COUNSEL ASSN. 





Find Answer or Suffer Decisive Defeat; 
Cos. Have Necessary Ability 
to Solve Problem 





The real issue raised by the problem 
of compulsory automobile insurance is 
the right of the insured motorist, “to 
buy, under a free enterprise system, a 
competitive product at a competitive 
price from any one of his choice of com- 
peting companies,” Henry S. Moser, 
secretary and general counsel of All- 
state Insurance Co., told the annual 
meeting, July 8-10, of the International 
Association of Insurance Counsel, at 
the Greenbrier Hotel, White Sulphur 
Springs, W. Va. 

Calling for speedy action in devising 
a solution to the problem of compulsory 
insurance that would be acceptable by 
the public, he warned: “Let us not per- 
mit the destruction of this right through 
the agency of compulsory insurance.” 

Evils of Political Ratemaking 

Summarizing the major arguments 
against compulsory insurance, Mr. Mo- 
ser said: “Any fair-minded individual 
must concede that when insurance rates 
become a political shuttlecock, no com- 
pany or combination of companies can 
continue to make rates without having 
added to the rate making formula the 
factor of political expediency.” 

Mr. Moser expressed his conviction 
that the companies had the will, the in- 
telligence, and the technical skill neces- 
sary to devise a solution. He stated, as 
his personal view, that in states where 
the percentage of uninsured motorists 
is as small as it is in New York, less 
than 4%, the industry could make avail- 
able without charge a coverage which 
offers protection substantially similar to 
that offered by compulsory insurance. 


Solution or Defeat 


Others in the industry believe that an 
even broader coverage which would be 
extra-territorial and protect against in- 
jury by non-residents could be sold to 
the public, Mr. Moser said. Declaring 
that he would agree with this approach 
if he thought the public was satisfied, 
the speaker warned, however, that the 
companies “cannot afford to test a new 
theory which is subject to the same ob- 
jections advanced under other suggested 
solutions. We must solve the problem 
this time or go down in defeat.” 

In discussing various unsatisfied judg- 
ment endorsements recently released for 
use by several companies, Mr. Moser 
said that these developments contained 
disturbing elements. 

One of these endorsements, he pointed 
out, does not provide for paying the 
insured if the defendant has not con- 
tested the case on its merits. While an- 
other would pay if the action was uncon- 
tested, only necessary medical, surgical, 
and other similar expenses incurred by 
the insured. Mr. Moser characterized 
both these approaches as “self-defeating. 
In my opinion,” he said, “they stimu- 
late the possibility of fraud. 


Problem of Fraud 


“Tt seems clear that an insured, faced 
with either no payment at all, or a sub- 
stantial decrease in the amount of re- 
covery, would be tempted to collaborate 
with the defendant and see to it that at 
least a token defense was made,” the 
speaker said. “We are all aware of the 
practical difficulties involved in deter- 
mining whether or not a defense is 
made on the merits and in good faith. 
Although it is important to solve our 
problem quickly, it is equally important 
to make sure that our solutions do not 
produce such undesirable results.” 

In states where the percentage of un- 
insured cars is too high to make his 
suggestion for the state of New York 
practical, Mr. Moser proposed that the 
industry immediately make available, at 
a nominal price, a coverage to protect 
the insured motorist against loss from 





IN PERMANENT RECEIVERSHIP 





Texas Court Dispels General American’s 
Rehabilitation Plans as Too Vague; 
Callahan Asks for Appeal 


The General American Casualty of 
San Antonio was ordered into perma- 
nent receivership, July 7, by District 
Judge Jack Roberts in Austin, following 
two days of testimony on two rehabili- 
tation plans, one of which was later 
withdrawn. Judge Roberts expressed the 
view that both plans were too vague 
for him to pass on, and then Roy Calla- 
han, Dallas, attorney for the company’s 
directors, served notice of appeal. 

The main plan, which had the di- 
rectors’ support, was to organize a new 
company with capital of $1,000,000 to as- 
sume the policies and obligations of 
General American, but J. D. Wheeler, 
state liquidator, testified that, accord- 
ing to his records, only about $383,000 
had been subscribed. Five called meet- 
ings had been held to solicit subscrip- 
tions, with officials at the Dallas meet- 
ing reporting that they had pledges, 
written or verbal, which aggregated 
about $1,100,000. 

The company, according to a tenta- 
tive statement, has outstanding claims 
of about $1,500,000, unearned premiums 
of nearly $2,400,000, $150,000 in cash, and 
has most of its assets tied up by a 
$900,000 loan from a Dallas bank. 

The second plan was offered by Frank 
Cain, board chairman of Home Service 
Casualty, Dallas, who asked to be given 
until July 24 to raise $1,500,000 in addi- 
tional stock for his company in order 
to take over all of the General Ameri- 
can Casualty’s business then in effect. 
This plan was later withdrawn. 

Judge Roberts commented that | the 
General American Casualty had “run 
afoul of the law,” leaving the court no 
alternative but to appoint a_ receiver. 
He doubted that the court had authority 
to approve reorganization, even if the 
sponsors had been able to produce the 
money to start a new corporation. 


G. W. McKAY HONORED 





Given Luncheon on 25th Anniversary 
With Fireman’s Fund Group; New 
Member of F. F. Pioneers 


George W. McKay, manager of casu- 
alty and automobile underwriting in the 
southern California department of the 
Fireman’s Fund Group, was given a 
luncheon July 1 in Los Angeles on the 
occasion of his 25th anniversary with 
the group. Mr. McKay has now become 
a member of the Fireman’s Fund Pi- 
oneers, honorary organization composed 
of those with the Group for 25 years. 

Southern California Department Man- 
ager Leonard T. Backus, in welcoming 
Mr. McKay to the Pioneers, also pre- 
sented him with a commemorative gold 
watch. 


Isidor Kotzen Succumbs 

Isidor Kotzen, vice president and 
treasurer of Public Service Mutual In- 
surance Co., passed away July 10, at 
the home of his son in New Rochelle, 
N. Y. Mr. Kotzen had been with Public 
Service Mutual for 25 years. 

He was a member of the Masons and 
Town Club of New York and a con- 
tributor to the United Jewish Appeal 
and the Federation of Jewish Philanthro- 
pies of New York. 





the negligent acts of financially irre- 
sponsible motorists. Impoundment stat- 
utes, he added, should be enacted to re- 
duce the percentage of uninsured cars 
to a point where the New York program 
might be used. 

In conclusion, Mr. Moser stated that 
his concern about political rate making 
was “predicated not upon the assump- 
tion of any inalienable right of the in- 
surance industry to continue to be run 
as it is now, but rather upon my sincere 
belief that the automobile insurance 
industry is of real service to the public 
and that its destruction would be inimi- 
cal to the public interest.” 





6 Hartford Men Pass 
Fellowship Exams 


OF CAS. ACTUARIAL SOCIETY 





Membership Dependent Upon Tests; 
Four Successful Grades Necessary 
for “Fellow” Designation 





The Casualty Actuarial Society has 
announced that six Greater Hartford in- 
surance men were successful in the 1954 
fellowship examinations. They are: 
Harold E. MacKeen, Paul S. Liscord, 
Robert B. Foster, and James W. Thomas 
of the Travelers; Allie V. Resony, Hart- 
ford Accident & Indemnity, and Ward 
Van Buren Hart, Jr., Aetna Insurance 
Group. 

The examinations are taken in order 
to attain membership in the organiza- 
tion which now consists of 304 actuaries, 
statisticians and executives of the prin- 
cipal casualty companies in the United 
States and Canada. Admission as a Fel- 
low of the Society comes only after a 
candidate has successfully completed all 
four sections of the examinations. The 
society, formed to promote actuarial and 
statistical science as applied to the prob- 
lems of casualty and social insurance, 
is now in its 40th year. 


MacKeen, Liscord, Foster 


Mr. MacKeen is one of five men in 
the country to be admitted as a fellow 
this year. He has been associated with 
the Travelers since 1926 when he joined 
in its life actuarial department follow- 
ing his graduation from Yale Univer- 
sity. Mr. MacKeen was appointed as- 
sistant actuary of the fire and marine 
actuarial department in 1953. 

Mr. Liscord, a graduate of Dartmouth, 
joined the Travelers in 1948. A member 
of the casualty actuarial department, he 
has now passed three of the four fellow- 
ship examinations. 

Mr. Foster has also finished three of 
the four necessary examinations. Asso- 
ciated with the casualty actuarial de- 
partment since 1949 at the Travelers, he 
received his degree from Dartmouth in 
1948. 

Resony, Thomas, Hart 


Mr. Resony has been a member of the 
actuarial department of the Hartford 
Accident & Indemnity since 1946. A 
graduate of Trinity College, he has con- 
cluded two of the fellowship examina- 
tions. 

Mr. Thomas has been with the fire 
and marine actuarial department of the 
Travelers since 1946. Following his grad- 
uation at the State University of Iowa 
in 1942, he served four years with the 
U. S. Air Force. 

Mr. Hart is with the rating division 
of the compensation and liability de- 
partment at the Aetna Insurance Group. 
He is a graduate of Trinity College and 
has been associated with the Aetna 
since 1950. 


N. Y. Board of Trade Calls 


Conference on Credit Ins. 


An executive conference of the nation’s 
foreign trade leaders was called by 
the New York Board of Trade for 
July 12, at the Metropolitan Club, as 
part of its study and countrywide survey 
of the two related problems of export 
credit insurance and exchange transfer 
guarantees. 

Senator Homer Capehart, chairman of 
the Senate Banking and Currency Com- 
mittee, attended the conference to dis- 
cuss the Government’s interest in these 
problems which threaten the competitive 
position of all United States exporters. 

Francis X. Scafuro, chairman of the 
Board’s International Trade Section, an- 
nounced that approximately 100 of the 
nation’s leading foreign trade executives 
participated from New York, Minne- 
apolis, Chicago, Philadelphia, Milwaukee, 
Pittsburgh, Moline, IIl.; Racine, Wis.; 
Wilmington, Del.; Middleton, Ohio; 
Hartford, Conn.; and Kansas City, Mo. 


RECENT INDEMNITY CHANGES 





Graham, Mgr., Bostwick, Asst. Mgr. of 
San Francisco Office; Hopkins 
New Mgr. at Indianapolis 


The Indemnity Insurance Co. of North 
America has made three important 
changes in its service office personnel as 
follows: 

Joseph J. Graham has beee named 
manager of the company’s San Fran- 
cisco metropolitan office; Robert B. 
Bostwick becomes associate manager of 
the same office, and E. Ross Hopkins 
has been promoted to manager of the 
Indemnity’s Indianapolis service office. 

The changes in the San Francisco 
metropolitan office were made to in- 
crease the company’s facilities and serv- 
ice in this rapidly expanding area. Mr. 
Bostwick as associate manager will de- 
vote his time to the production of new 
business in the San Francisco territory. 

r. Graham joined the Indemnity in 
1945 as an underwriter in its New York 
office. In 1948 he was transferred to 
the Cleveland service office, becoming 
assistant manager in 1952. Mr. Graham 
was Promoted to manager of the Indem- 
nity’s Indianapolis service office in 1953. 

Mr. Hopkins, who succeeds Mr. Gra- 
ham as manager of the company’s In- 
dianapolis office, was first employed by 
the Indemnity in 1947 as a trainee in 
the company’s head office in Phiiadel- 
phia. In 1948 he was assigned to the 
Indemnity’s Detroit service office as a 
special agent. In 1953 Mr. Hopkins re- 
turned to the head office as agency su- 
perintendent where he remained until 
April 1, 1954, when he was promoted to 
assistant mannager of the Indianapolis 
service office. 


C. S. Hamilton, Jr., Appointed 


Moreland Act Commissioner 


Charles S. Hamilton, Jr., of Pleasant- 
ville, N. Y., was recently appointed a 
Moreland Act Commissioner by Gov- 
ernor Dewey of New York to continue 
the study of workmen’s compensation 
costs which was begun last year by 
Archie O. Dawson of New York City, 
now a Federal judge in the Southern 
District of New York. 

Judge Dawson’s initial recommenda- 
tions, Governor Dewey stated, “already 
have been a keen factor in reducing 
workmen’s compensation insurance rates 
for employers and absorbing the cost 
of increased benefit payments to work- 
ers, at an annual over-all saving of 
$42,500,000.” 

Mr. Hamilton has been associated with 
the New York City law firm of Sullivan 
and Cromwell since 1935, a partner since 
1945, and has been a member of the 
Port of New York Authority since 1947. 
Born at Chicago, November 25, 1910, he 
was graduated from Princeton Univ ersity 
in 1932 and Yale Law School in 1935. He 
was an editor of the Yale Law Journal. 

Mr. Hamilton, as Moreland Commis- 
sioner, will continue the study of work- 
men’s compensation costs, including rate- 
making procedures. 

Governor Dewey ordered the study 
into workmen’s compensation costs last 
fall at the joint request of Mary Donlon, 
chairman of the New York Workmen’s 
Compensation Board; the State Super- 
intendent of Insurance, Alfred Bohlinger, 
and the State Commissioner of Com- 
merce, Harold Keller. 


Revised Garage Liab. Rates 
For Oregon and Puerto Rico 


Revised rates for automobile liability 
insurance policies written on a payroll 
basis for Division 1 garage risks were 
announced July 13 for Oregon and 
Puerto Rico by the National Bureau of 
Casualty Underwriters on behalf of its 
member and subscriber companies. The 
revised rates became effective July 14. 

The garage risks affected by these re- 
visions are those buying the broad cov- 
erage afforded under the “Division 
1 - Premises - Operations - Automobiles” 
definition of hazards in the policy. 
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Conference Opposes 
Social Security Bill 


FILES TWO-COUNT OBJECTION 
Hanna’s Memo Against Proposals With 
Medical Adjudication Feature; Wants 
Wage Base Increase 
The Health and Accident Underwrit- 
ers Conference—an association of more 
than 200 disability insurance companies 
—has filed two-count objection to cur- 
rently proposed social security legisla- 

tion. 

John P. Hanna, 
the conference, has 
randum to Senate Finance Committee 
Chairman Eugne D. Millikin (R,, Colo.) 
setting forth the organization’s position 
with respect to H. R. 9366, the social 
security bill. 

The memo advises scrapping proposals 
to incorporate a medical adjudication 
feature and to raise the base wage rate 
from $3,600 to $4,200. 

Lead to Difficulties 

reports: “Insurance 
from their own ex- 
adjudication on dis- 
ability will lead to difficulties of 
administration. They feel the same ad- 
vantages can be had by an extended 
‘dropout’ period, where the OASI 
recipient who is disabled may disregard 
in final reckoning those months when 
his payment average has been low. 





managing director of 
written a memo- 


The conference 
companies believe 
perience medical 
cases 


“Raising the wage base rate is uncalled 
for, cadiedtin to the insurance men. It 
would work to the unfair advantage of 


and tend 
scheme, 


those in higher income brackets 
to establish a national pension 
instead of a floor of protection.” 

In his memorandum, Mr. Hanna 
pointed out to the members of the Senate 
Finance Committee that conference mem- 
bership comprises 60% of the companies 
that provide life insurance in addition 
to accident and health. He reported that 
most of the remaining companies provide 
other forms of casualty insurance be- 
sides A. & H. Together, said Mr. Hanna, 
these companies provide policies for 
more than half of the 30,000,000 Ameri- 
cans with individual accident and 
ness coverage. 

His memorandum continued: “We 
wish, therefore, to confine our remarks 
to two features of the bill. From the 
collective experience of our companies, 
we wish to comment on one feature 
specifically and another generally—both 
we feel to be basically unsound. 

Disability Medical Adjudication— 

Section 106 
“Drawing on the 


sick- 


somewhat similar 


experience of our companies that have 
dealt with problems surrounding de- 
termination of disability in the payment 


of such benefits to policyholders, we feel 
this proposal would be difficult to ad- 
minister. It would add unjustified operat- 
ing expense. Because of the varying in- 
terpretations that can honestly be placed 
on the nature and extent of disability, 


from both a medical and lay point of 
view, we feel the proposal, if enacted, 
would result in disagreements between 


administering officials and 
fected under the 


persons af- 
terms of the provision. 
It would be an unsound Pet from 
present legislation which does not call 
for consideration of medical or other 
issues that cannot be settled accurately 
and objectively. i 

“We feel the aim of ameliorating the 
hardships of those tots illy disabled is de- 


sirable. But we feel the above mentioned 
proposal is superfluous. An application 
of the ‘dropout’ feature as currently 


contained in H. R. 9366 (or possibly even 
lengthened to some degree) would serve 
the purpose more efficiently and without 
the above mentioned shortcomings. 
“The purpose of social security should 


(Continued on Page 34) 


International Sets 10,000 
As Membership Goal by ’55 


Ten thousand net members by June 1, 
1955, has been set as a tentative goal 
for the International Association of 
A. & H. Underwriters by its president, 
Leonard McKinnon of McKinnon & 
Mooney, Flint, Mich. 

Members of the executive board of 
the association have received a compre- 
hensive, two-page questionnaire designed 
to uncover a membership potential in 


each board member’s territory. Interna- 
tional Association board members are 
placed geographically, each being in 


charge of development and programs in 
a specified number of states. 

It is expected that information de- 
veloped by the questionnz uires will serve 
as a basis for a specific 1954-55 “program 
of action for the association,” according 


to Mr. McKinnon. 


Canada H. & A. Corp. Plans 
To Enter United States in ’55 


Canada Health & Accident Assurance 
Corp., Waterloo, Ont., plans to enter the 
United States field early next year and 
initially will operate in mid-western 
states across the border. 

With this in mind, the company is 
expanding its head office facilities by 
buying the building of Dominion Life 
Assurance Co. in Waterloo as well as 
some adjoining property for $250,000. 
Possession of these properties will be in 
January, 1955. 

The Dominion Life 
now constructing a 
building in Waterloo. 


Assurance Co. is 
new head office 


Purdue DISC Class Set for 
Week of September 13 


A disability insurance sales course 
(DISC) under Hal Nutt, CLU director, 
Purdue Institute of Insurance Marketing, 
has been announced for the week of 
September 13. It will be open to en- 
rollments at large, as was the school 
sponsored at Purdue in 1952, which drew 
attendance nationally. 

The Purdue DISC, under the sponsor- 
ship of the International Association of 
A. & H. Underwriters, will be the first 
to use association’s revised DISC text, 
unveiled at the recent Omaha conven- 
tion. While a number of other universi- 
ties are planning fall courses using the 
new text, Purdue is the first scheduled 
to date, according to Charles Ray, man- 
ager, A. & H. department, Indianapolis 
Life, who is 1954-55 educational com- 
mittee chairman of the International. 

The DISC text, originally developed 
under the direction of the late Bert 
Hedges, manager, B.M.A., Wichita, was 
introduced at a pilot course at the Uni- 
versity of Illinois in December, 1952. 
Subsequently it has been used in DISC 
schools in 23 universities throughout the 
country, as well as in schools sponsored 
by local and state A. & H. and life 
underwriters’ associations. 

Based on the experience gathered in 
these courses, Louis Halley, CLU, 
Security Life & Accident, Denver, 1953- 
54 educational committee chairman, pre- 
pared the completely revised text intro- 
duced at Omaha. It has been acclaimed 
as an outstanding advancement in 

& H. training courses. 


HEAR HOWARD H. CORON 

Howard H. Coron, manager of Mutual 
of Omaha at Canton, O., was the guest 
speaker at the luncheon meeting July 12 
of the Detroit Association of A. & H. 
Underwriters. Mr. Coron’s topic was 
“Closing.” 





Every 


offices in the United States, 
week in 1953 


a fine company to sell for. 


Mutual: 








warts Evewthing 
RIGHT NOW! 





Nothing satisfies a policyowner like getting his benefit check QUICK 
when he’s been sick, hurt or disabled. That’s one reason why Mutual of 
Omaha has maintained its lead, year after year, as the largest exclusive 
health and accident company in the world. Mutual of Omaha is famous 
for PROMPT PAYMENT OF BENEFITS .. . 
Canada, 
Zone. Mutual of Omaha sent out more than 11,000 benefit checks every 
. an average of more than $1,200,000 a week 

63 million dollars for the year. A fine company to insure with 


MUTUAL BENEFIT HEALTH & ACCIDENT 


CANADIAN HEAD OFFICE: TORONTO 


— 


through 110 local service 


Alaska, Hawaii and the Canal 


ASSOCIATION 
HOME OFFICE: OMAHA, NEBR. 


V. J. SKUTT, President 











A. & H. Premiums Set 
High of $2,271,787,001 


INCREASE 


1953 SHOWED 206% 
Spectator Cites A. & H. Line Second 
Only to Life; Group Enjoys Greatest 


Growth; Life Cos. Lead Sales 


Net accident and health premiums of 
624 life and property insurance compa- 
nies reached an all-time high of $2,271,- 
787,001 during 1953, an increase of 20.6% 
over 1952, according to The Spectator’s 
1954 Accident Insurance Register. A. & 
H. business is reported as second only 
to life insurance in respect to premium 
volume and surpasses pure fire premi- 
ums and automobile physical damage 
premiums, the next highest classes of 
business. 

While they wrote a record amount of 
business in 1953, the 278 property in- 
surance companies and the 346 life in- 
surance companies also improved their 
profit picture in group accident and 
health and individual accident and health 
business. In 1953 the combined ratio of 
losses incurred to premiums earned and 
of underwriting expenses to premiums 
written amounted to 98.4% for compa- 
nies doing group business and to 94.1% 
for companies writing individual acci- 
dent and health. During 1952 the figure 
was 99.7% for the group companies and 
94.9% for individual accident and health. 


85.6% Ratio of Losses 


For the companies writing group acci- 
dent and health coverages in 1953, the 
ratio of losses incurred to premiums 
earned amounted to 85.6% as compared 
to 86.4% in 1952 and the ratio of under- 
writing expenses to premiums written 
dropped from 13.3% in 1952 to 12.8% in 
1953. 

In individual accident and health, the 
624 life and property companies had a 
loss ratio of 50.2% in 1953, against 51.4% 
in 1952. The underwriting expense ratio 
in this class of business rose slightly, 
amounting to 43.9% in 1953 against 43.5% 
in 1952. 

Once again, group accident and health 
insurance enjoyed the greatest growth, 
jumping from $1,027,823,064 in 1952 to 
$1,260,019,177 in 1953, a gain of 22.6%. 
Individual accident and health premiums 
increased 18.2% from $856,176,660 in 1952 
to $1,011,767,824 in 1953. Group premium 
volume is now 55.5% of the total, com- 
pared with 44.5% for individual accident 
and health. Last year the comparable 
figures were 54.6% for group and 45.4% 
for individual. 

Life Cos. Have Greatest A. & H. 
Volume 

Life insurance companies continued to 
account for the major portion of the ac- 
cident and health volume during 1953. 
The premiums written by 346 life com- 


(Continued on Page 34) 


McDonald Represents A.&H. 
On Texas Steering Group 


Clifford McDonald, International Fidel- 
ity, Dallas, has been appointed a mem- 
ber of an 18-man temporary steering 
committee of Texas insurance leaders to 
seek to effect plans to offset the ad- 
verse publicity the industry has re- 
ceived in the state as a result of com- 
pany failures in the past 16 months. 

Mr. McDonald will represent the In- 
ternational Association ObiAS Sc 3H. Un- 
derwriters, of which he is a vice presi- 
dent, and the Texas A. & H. Association 
of which he is president. 


The committee was formed after 
Texas Insurance Board chairman, Gar- 
land A. Smith, conducted an industry- 


wide meeting in Dallas, attended by 150 
insurance men. 

The steering committee is endorsed 
by the State Insurance Board and will 
meet soon again to decide whether to 


follow through with a permanent or- 
ganization. This would probably be 
called the Texas Insurance Industry 
Council. 
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FOUR A. & H. BILLS BECOME LAW 


Kennon of Louisiana Signs Acts to 
Place Controls on Sales; Hits 
Cancellation Clauses 


Governor Robert Kennon of Louisiana, 
signed into law four bills designed to 
place stronger controls on sale of health 
and accident insurance. 

Secretary of State Wade O. Martin, 
who is State Insurance Commissioner, 
said the bills are national 
movement to better inform the public 
misrepresentations 


“part of a 


and crack down on 
in the sale of health and accident insur- 
ance.” 

The bills were drafted by Mr. Mar- 
tin’s office in accordance with resolu- 
tions passed by the National Association 
of Insurance Commissioners. 

The first requires companies to state 
plainly in their advertising any provi- 
sions that allow cancellation or renewal 
of policies at the option of the company. 
It further provides that, policy 
benefits are explained in ads “major 
limitations” shall disclosed. A 
companion bill requires 
details of any cancellation 
options on the first page of the policy. 

Another bill gives the purchaser 10 
to examine the policy 
provisions and enables him to get a re- 


when 


also be 
firms to print 


or renewal 


days in which 


fund or premium amount if the policy 
were solicited by “deceptive advertising 
or misleading and untrue statement.” 

The last bill prevents a company after 
a policy has been in effect three years, 
from denying liability on the grounds 
the insured had a disease or physical 
condition, at the time the policy was 
issued, that would exclude him from 
coverage. 

Mr. Martin said the laws “have been 
found necessary because of a minority 
of companies that have been employing 
‘gimmicks’ and unethical practices in the 
sale of this type of insurance. 

“The great majority of health and 
accident companies are fair and truthful 
in their presentations. 3ut in many in- 
stances other insurers have used mis- 
leading advertising and glowing promises 
with the end result of cheating the pub- 
lic. And such abuses inevitably lead to 
laws which must regulate all the honest 
and the dishonest.” 


RANDALL RECEIVES NEW POST 


Appointed Executive Vice President and 
General Manager of St. Paul 
Hospital & Casualty Co. 

Mrs. Mollie M. Imm, president of the 
St. Paul Hospital & Casualty Co., St. 
Paul, Minnesota, has announced the ap- 
pointment of Loane J. Randall, as ex- 
ec — vice president and general man- 
ag 

Mr. Randall is a native of St. Paul. He 
is a graduate of the University of Minne- 
sota and a member of the Minnesota Bar. 

He was formerly general agent of the 
State Mutual Life Assurance Co. of 
Worcester, Massachusetts in St. Paul, 
and is a member of the 1954 Million 
Dollar Round Table of life insurance 
agents. 

Mr. Rand: ill is also vice president of 
the St. Paul Life Underwriters Associa- 
tion; a member of the board of di- 
rectors of the “M” Club, University of 
Minnesota; treasurer of the St. Paul Re- 
habilitation Center and state chairman 
of the 1955 Heart Fund Campaign. 

Mrs. Imm stated that with the ap- 
pointment of a manager of Mr. Randall’s 
experience and ability, the company will 
expand its services to the policyholders 
and to the public by inaugurating plans 
held in abeyance since the untimely 
death of President Martin Imm late last 
November. The company has made sub- 
stantial progress in the past and it is 
expected to enjoy even greater gains in 
the future. 


PLAN FORT WAYNE A. & H. ASSN. 





Jack Morris of Indiana Association Re- 
cruiting Members; Sales Congress 
To Be Held in September 

Formation of a new local A. & H. 
underwriters association in Fort Wayne, 
Ind., by fall is anticipated by the In- 
diana Association of Accident & Health 
Underwriters. The Indiana association 
is the state-level unit of the Internation- 
al Association of A. & H. Underwriters, 
Chicago, the professional society of acci- 
dent and sickness insurance men in the 
U. S. and Canada. 

Under the direction of Jack Morris, 
Hoosier Casualty Co., Fort Wayne, a 
director of the Indiana association, new 
members are being inducted during the 
summer for the organization of a local 
chapter in September. : 

The organizational plan calls for a 
one-day sales congress in Fort Wayne in 
September r, at which time local associa- 
tion charter and by-laws will be adopted 
and ‘Sides elected. All accident and 
sickness insurance agents in the Fort 
Wayne area will be invited to attend the 
sales congress and organizational meet- 
ing. 

The Indiana association contemplates 
a particularly active year in 1955 in view 
of the fact that the state general as- 
sembly will be in session and a number 
of bills affecting the business are antici- 
pated. In the 1953 session of the general 
assembly, the state group was active in 
securing passage of a new group dis- 


CAPITAL LIFE REINSURED 


By United of Chicago, Which Now Has 
Over $400,000,000 of Insurance in 
Force; $45 Million Assets 

The Capital Life Insurance Co. of 
Columbia, S. C. headed by Lester L. 
Bates, has been reinsured by United In- 
surance Co. of Chicago, headed by O. T. 
Hogan as chairman. 

The Capital was organized 18 years 
ago and has been one of the successful 
southern companies specializing in 
weekly A. & H. hospitalization, and life 
insurance. It has a field force of 350 
salesmen operating in South Carolina 
only, and a weekly debit of over 
$100,000. 

As a result of this reinsurance United 
now has over $400,000,000 of life insur- 
ance in force and approximately $45,- 
000,000 of assets. The premium income 
for the year will exceed $45,000,000. 

The Capital Life has an attractive 
home office building in Columbia, and it 
is the intention of United to establish 
a southern home office there. United 
now has an eastern home office in Bal- 
timore, and is building a western home 
office in Los Angeles. 

United is now licensed in all but nine 
states, including District of Columbia. 





ability insurance bill and the Uniform 
Provisions Act advocated by the Na- 
tional Association of Insurance Commis- 
sioners. 


















TOA 
SENSIBLE 
CITIZEN 





As an agent, you will agree that the average motorist is a sensible 
citizen and a pretty safe driver who does his best to observe traffic 
laws and keep his car in safe operating condition. 

You believe—as he does—that he should get a break in the form 
of lower automobile insurance rates in recognition of his safe driving. 

You can give him this break by means of the Zurich-American 
merit plan for private passenger automobiles. 

To introduce responsible motorists to this plan we have just issued 
a new circular, entitled, ‘Open Letter to a Sensible Citizen.” If you’d 
like to have a sample copy—or to know whether a Zurich-American 
agency connection is available for your community—write us today. 


ZURICH 
\M BRICANY 


INSURANCE COMPANIES 


es 





Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 


HEAD OFFICE: 135 S. LASALLE ST., CHICAGO 3, 


ILLINOIS 








NEW COMPREHENSIVE POLICY 


American Progressive Offers 3 A. & S. 
Plans; Benefits Payable on Indemnity 
Basis; Individuals and Families 

American Progressive Health Insur- 
ance Co. of New York announced re- 
cently the introduction of a new com- 
prehensive policy. “The policy is an- 
other step forward by American Pro- 
gressive to provide more and compre- 
hensive benefits with which to pay most 
or all of the expense, for the best care 
possible, when the insured is hospital- 
ized, for either short or long periods— 
even for as long as a whole year,” said 
Kenneth Lamont, president, in announc- 
ing the new policy. 


The newly released comprehensive 
policy provides liberal benefits, when 
hospitalized, at reasonable premiums 
plus the flexibility of three different 


plans. One plan is designed for ordi- 
nary sickness and accident coverage, and 
may pay at the rate of $15 a day or 
$105 a week, or more, from the first day 
of hospitalization. The second plan of- 
fers catastrophic coverage and pays up 
to 150% of the ordinary benefits for as 
long as 52 weeks, paid from the 22nd 
day of hospitalization. The third plan 
combines the first two plans. 

3enefits are payable on an indemnity 
(not an expense incurred) basis. The 
policy, except for the weekly benefit 
limit purchased, does not impose any 
daily benefit limit for hospital room and 
board or for hospital “extras,” medical, 
surgical or nursing care. There are no re- 
strictions on the type of hospital, medi- 
cal or other service; on medicines or 
drugs used—even “wonder” drugs. The 
policyholder receives the full daily or 
weekly benefits whether or not some 
other insurance policy covered the ex- 
pense incurred. 

Offered to individuals as well as to 
families, the comprehensive policy also 
has high limits of indemnity aggregat- 
ing over $5,000 for each accident or 
sickness. 

Another American Progressive inno- 
vation has been made in the popular 
school child accident policy. While 
maintaining the original $1.25 per year 
premium, American Progressive has 
raised the maximum medical benefits to 
$2,500 and has liberalized this coverage 
to include injuries sustained while 
traveling on public passenger convey- 
ances. Optional summer playground ac- 
tivities coverage has also been added 
for small additional premiums. 


Bankers National Life to 
Issue Polio Expense Policy 


A ae expense policy has been added 
to the A. & H. portfolio of Bankers Na- 
tional Life. Montclair, thus adding to the 
completeness of its accident and health 
facilities. 

According to Wm. Jf. Sieger, 
president and superintendent of 


vice 
agen- 


cies, the new policy will be sold on an 
annual basis for both individuals and 
families, and will pay up to $5,000 of 


expenses incurred from polio for as long 
as four years for any one member of 
the family. These expenses include hos- 
pital, nurse care, doctors bills, transpor- 
tation anywhere in the United States, 
iron lung and ambulance costs. 

For individuals the premium rate is 
$4 a year; for two persons in a family 
the rate is $8 annually, and for a family 
of three or more persons it will cost 
$12. There is no age limit. 


RECEPTION FOR RETIREES 

At a special reception held recently at 
the home office of Standard Accident In- 
surance Co. of Detroit and its affiliate, 
Planet, 21 home office employes who re- 
tired on July 1 under the companies’ 
new retirement program were honored 
by officers and associate. An additional 
ten employes in the companies’ branch 
offices throughout the country will also 
retire. Combined service of the retiring 
employes totals 619 years. 
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Hemisphere 


(Continued from Page 1) 


merce of the U. S. of which A. L. Kirk- 
patrick is insurance manager. John A. 
Diemand, president of Insurance Co. of 
North America, will head the American 
delegation and also deliver the address 
at the opening general session. The 
Chamber's list of delegates up to Mon- 
day of this week follows: 


Property imownenets Insurance Co. of N. A., 
Mr. Diemand; V. G. Peterson, vice presi- 
dent; Robert B. E “Turnbull, Latin American 
manager. 

American Foreign Insurance 
C. Irvine, general manager; 
nam, assistant general manager; C. 
superintendent. 

American International 
G. Manton, president. 

U. S. Aviation Underwriters; 
van Hoven, vice president. 


Association: L. 
Harrington Put- 
S. Tucker, 
Underwriters: E. A. 


Woodrow J. 


Home Insurance Co.: Harold V. Smith, chair- 
man, 

Great American Insurance Co.: D. R. Acker- 
man, chairman. 

Springfield F. & M.: William A. Hebert, 
president. 

Talbot, Bird & Co.: John T. Byrne, chair- 
man. 

Fairfield & Ellis: William F, Delaney, New 
York manager. 

Bleichroeder, Bing & Co.: Ernest and Her- 


bert Bing. 


Adams & Porter: Howard Sweeney. 


Casualty and Surety: American Surety, Ar- 
thur F. Lafrentz, president. y 
Massachusetts Bonding: Lawrence Pierson, 


Jr., executive vice president. 

Employer’s Reinsurance Corp. and Business 
Men’s Assurance: Stanford Miller, vice pvesi- 
dent. 

Continental Casualty: J. M. Smith, first vice 
president; J. Roy Barrette and R. Leslie Cizek, 
Parker & Co. 

Combined Insurance Co. of America: W. Cle- 
ment Stone. 

Hardware Mutual: Carl N. Jacobs, president. 

Lumbermen’s Mutual Casualty: R. G. Lowe, 
vice president. 

Pritchard & Baird (Indemnity Insurance Co.): 
Charles H. Pritchard. 


-ife insurance: Occidental Life of Raleigh, 
N. C., Laurence F. Lee, president. 
Lincoln National Life: V. C. d’Unger, as- 


sistant secretary. 


Life and Casualty: Guilford Dudley, Jr. 


Speaking Program 


An unusually interesting program of 
talks has been arranged. Discussing fire 
and loss of profit insurance will be Har- 
rington Putnam of AFIA who will make 
a talk on the approvals of the Under- 
writers Laboratories which will be ac- 
companied by a Laboratories motion 
picture. Public relations of the National 
Board of Fire Underwriters will also be 
the subject of Mr. Putnam, his address 
including exhibition of visual aids used 
by the NBFU. 

The speaker on marine, inland marine 


and hull insurance will be John M. 
Byrfie, chairman of Universal Insurance 
Co. 

The subject of third party liability, 


aeronautics, motor car, workmen’s com- 
pensation and burglary insurance will be 


discussed by E. A. G. Manton of AIU, 
Woodrow J. van Hoven of U. S. Avia- 
tion Underwriters and Clark E. Wood- 


ward of Liberty Mutual. 

Life, personal accident and health in- 
surance will have as its speakers Mr. 
d’Unger and J. M. Smith. 

Speaker on fidelity, surety and bond- 
ing will be Arthur F. Lafrentz. 


Papers Prepared 


The papers which have been prepared 
under the direction of Arthur C. Goer- 
lich and will be presented by discussion 
groups are these: 

In property and casualty insurance: 
The Insurance Society’s School of In- 
surance: A. Leslie Leonard, assistant 
dean of the school. 

Company schools in property and 
casualty insurance: H. Paul Abbott, di- 
rector of education, North America 
Companies. 

Insurance literature: Elizabeth Fergu- 
son, librarian, Institute, of Life Insur- 
ance, and Ruby E. Church, librarian, In- 
surance Society of New York. 

State licensing of insurance producers: 
Walter F. Brooks, New York State 
Deputy Insurance Superintendent. 

Casualty Actuarial Society: Thomas 


Carlson, past president of the society. 
J Development of insurance education 
in universities and colleges of the U. S. 


NAIC COMMITTEE MEETS IN N. Y. 





Discuss Proposed Amendments to Fed- 
eral Health Reinsurance Bill in Con- 
gress; Knowlton Heads Committee 


Four Insurance Commissioners who 
are members of NAIC’s special commit- 
tee on Federal health reinsurance plans 
met in New York, July 12-13, to discuss 
amendments to the Administration’s 


pending health service prepayment plan 
reinsurance act (H.R. 8356 and S. 3114). 
The group included Donald Knowlton, 
New Hampshire, who is chairman of 
the committee; W. Ellery Allyn, Con- 
necticut; T. R. Pansing, Nebraska, and 
Joseph A. Navarre, Michigan. Commis- 
sioner D. D. Murphy, South Carolina, 


the other member of the committee, 
could not attend. 
Five amendments to the Federal 


health reinsurance act are proposed by 
NAIC with respect to committee print 
dated July 2, 1954, setting forth the pro- 
posed substitute for H.R. 8356. How- 
ever, the committee indicated that these 
amendments “in no way imply sere 
of the legislation by the NAI 


LOS ANGELES PIPE LINE 


The Los Angeles Department of 
Water & Power has awarded a contract 
for the construction of a pipe line from 
Wadsworth Avenue to Crenshaw Boule- 





vard, Los Angeles, to the F. W. Case 
Corp. of Newhall, Calif., and the Hood 
Construction Co., Lynwood, Calif., as 
joint venturers at their price of 
$1,502,156. American Surety Co., for 
Case and the United Pacific Insurance 
Co. for Hood are co-sureties on the 
work. 

and also the American Institute for 


Property and Liability Underwriters are 
to be handled by Dr. S. S. Huebner. 

Those who have prepared papers on 
life insurance to be used by discussion 
groups are Charles W. V. Meares, New 
York Life: Elizabeth Ferguson and 
Helen M. Thal, Institute of Life Insur- 
ance; Edmund L. G. Zalinski, New York 
Life; James H. Kohlerman, Life Office 
Management Association; Milton J. 
Goldberg, Equitable Society, and Dr. 
S. S. Huebner, American College of Life 
Underwriters. 


CAPITAL STOCK EXCHANGE 


Pacific Employers Asks Approval to 
Reciprocate With California Union 
on One to Three Basis 





Pacific Employers of Los Angeles, has 
filed application with the California De- 
partment of Insurance for the approval 
of a plan under which the company will 
exchange shares of its capital stock for 
shares of the capital stock of the Cali- 
fornia Union Insurance Co. 

Pacific Employers has 135,000 shares 
of its $10 par value stock outstanding, 
and seeks approval of the exchange of 
not to exceed 12,809 additional shares 
for the 38,427 shares of the $10 par value 
California Union stock outstanding. 

The proposed exchange will be on the 
basis of one share of Pacific Employers 
for three shares of California Union. 


H. J. Meyers Joins Chicago 
Inspection-Appraisal Co. 


Harry J. Meyers has joined National 
Service & Appraisal Co., Inc., Chicago, 
as operating manager. He was previ- 
ously connected with Retail Credit Co., 
having been one of its claim directors 
and supervisors in the Chicago area for 
over five years. Prior to that he was 
in the U. S. Army Intelligence Corps 
as an_ intelligence officer and investi- 
gator with five years’ service in Europe. 
He also served for three years as an 
Army photographer and in public rela- 
tions. 

A native of Evanston, IIl., Mr. Meyers 
was employed from 1938-41 as produc- 
tion, manager of the Miniature Boat Co. 
of that city. He is active in civic affairs. 


BEACON MUTUAL ELECTIONS 


Paul E. Buehler has been elected vice 
president and manager of agencies of 
the Beacon Mutual Indemnity at Co- 
lumbus, O., and Karl R. Buehler, vice 
president and manager of underwriting. 
Carter H. Grinstead has been named a 
director and assistant secretary. Elden 
J. Marshall, assistant treasurer and 
comptroller, has been chosen a director. 
All elections are an advancement. These 
four, together with Carl F. Brown, sec- 
retary and superintendent of claims, 
compose the operating committee of the 
company. 





Advice...specialized service...sales 
and promotion help...everything 
you need to handle life coverage 
profitably—as close as your own 
telephone. How do you get it? 





Calling all General Insurance Men! 


Your own Life Insurance Department 


as close as your own phone 


Connecticut General 


Just call the Connecticut General 
Office nearest you for details or 
write to Connecticut General Life 
Insurance Company, Hartford. 
Life + Accident - Health - Group 














WOLF JOINS AMERICAN EQUITY 


As Secretary and Casualty Manager; 
Veteran in Field; Will Handle 
Multiple Line Facilities 
Richard J. Wolf has joined the Ameri- 
can Equity Insurance Group, Miami, 
Fla,. as a secretary and as manager of 
the casualty department. Mr. Wolf has 
had 28 years of experience in the casualty 

field. 

His background includes employment 
with such organizations as the Em- 
ployers Liability Assurance Corp., the 
American Casualty Co. of Reading, Pa., 
and the Crum & Foster Group of New 
York. 

For the past three years, Mr. Wolf has 
been specializing in the establishment of 
multiple line facilities, and this will con- 
stitute his initial assignment with the 
American Equity Insurance Group which 
was founded in 1936. The Group includes 
the American Title & Insurance Co., 
the Equity General Insurance Co. and 
the Baloise Fire Insurance Co., Ltd. 


E. Kenneth O’Brien Opens 
Reinsurance Office in N. Y. 


E. Kenneth 
known in casualty 


O’Brien, who is well 
reinsurance circles in 
New York City, has opened his own 
office as a reinsurance broker at 88 
William Street and is off to a good start. 


Mr. O’Brien has a background of 29 
years’ experience in the casualty insur- 
ance field, having started in 1925 with 


the Maryland Casualty’s New York of- 
fice. He served as superintendent of the 
compensation and liability department in 
that office and then held a similar post 
in Bankers Indemnity’s New York office. 

In 1938 he joined the Excess Insur- 
ance Co. of America which marked his 
entry into the reinsurance field. He held 
the rank of secretary of that company 
when the Excess was merged last year 
with the American Motorists Insurance 
Co. 


Maryland Casualty Gets 


Three Large Bonds on Coast 
Ukropina, Polich & Kral 
R. Ukropina, Los Angeles, have been 
awarded a contract by the Director of 
Public Works, State of California, at 
their bid price of $2,447,821.40, for the 
construction of a one mile section of 
the Los Angeles River Freeway between 
Shella and Verona Streets, the work to 
be portland cement concrete pavement 
and eight bridges. 

California State Highway Department 
has awarded a contract to the same 
firms for the paving of a section of 
Rosencrans Avenue, Los Angeles, at a 
price of $1,000,000. 

United Concrete Pipe Corp., Los An- 
geles, has been awarded a contract for 
the construction of the Weber Basin 
Pipe Line, near Ogden, Utah, at a bid 
price of $4,000,000. 

Maryland Casualty, 
Angeles branch office, 
three contracts. 


and John 


through its Los 
is surety on all 


Protective Casualty Formed 


To Operate in Missouri 


The incorporation of the Protective 
Casualty Insurance Co., St. Louis, to doa 
general insurance business in Missouri, 
has been announced. The company has 
authorization to issue up to 20,000 shares 
of $10 par value stock, and is beginning 
business with $200,000 paid-in capital. 

Among the incorporators are included: 
C. C. Bland, L. Heckert, C. M. Bland, 
H. F. Scott and R. Logger. Preston 
Estep, attorney, of St. Louis, handled the 
legal details. 

Clark C. Bland is the owner of Bland 
& Co., general agency, and Leonard 
Heckert and Richard J. Logger are also 
associated with that agency. 
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Insurance Counsel Forum 
(Continued from Page 28) 


him whenever on the road, evidence of 
such responsibility. In other words, the 
law would state explicitly and directly 
what it intends to do implicitly and indi- 
rectly and heavy penalties would be 
imposed for failure to maintain proof 
of financial responsibility.” 


Opposed to Unsatisfied Judgment Fund 


Registering opposition to unsatisfied 
claim and judgment funds as a solution 
to the automobile accident problem, the 
speaker pointed to the law of this type 
now operating in New Jersey and said: 
“So long as this law remains in the 
statute books, that state will have a 
serious automobile accident problem. 
The insured motorist pays for its opera- 
tion in three ways: A tax of $1, the 
Y%% tax on insurance companies and 
the unlimited costs of investigation and 
defense of claims against uninsured 
motorists.” He put the question: 

“Is it fair or honest that those who 
have already provided for their own 
financial responsibility should also be 
required to support those who cannot 
or are unwilling to do so?” / 

Mr. Craugh also frowned on the prac- 
tice of some insurance companies to 
issue endorsements to auto liability poli- 
cies affording unsatisfied judgment cov- 
erage for a premium of $5 or $6, saying 
that such coverage represents the “com- 
pensation” approach to the problem. 

On the encouraging side of the pic- 
ture, it was pointed out that social and 
economic losses inflicted upon the un- 
compensated victims of automobile acci- 
dents are today not nearly so appalling 
or so widespread as they were 20 years 
ago. Except for Massachusetts, in only 
a few states were more than one-third 
of the car drivers insured 20 years ago. 
Today, the percentage of insured mo- 
torists in many states runs from 75% 
to 90%, and in New York the percentage 
is estimated at 96%. Furthermore, in 
1934 legislative studies made in several 
states showed that in about 60% of the 
cases of persons injured in car accidents, 
no compensation whatsoever was re- 
ceived, and in 6624% of the fatal cases, 
the survivors received no compensation. 

The victims and their dependents were 
reimbursed through workmen’s compen- 
sation or life insurance, but there was 
not available certain other sources of 
financial assistance which have since 
come into existence. Among them Mr. 
Craugh mentioned: Private passenger 
auto medical payments and the extended 
medical payments coverage; group life, 
A. H., hospitalization and surgical 
expense insurance; DBL benefits in 
certain states. 

Summing up the speaker said: “It 
must be conceded that there is no 
panacea for the irresponsible motorist 
problem; there is no legislative device 
or formula that will guarantee 100% 
satisfaction at all times. Whether it be 
compulsory insurance or otherwise there 
will always be cheaters, chiselers, boot- 
leggers, hit and run drivers, uninsured 
non-resident motorists, etc., who will 
always succeed in making it impossible 
to reach that state of Utopia where 
everything is 100% perfect.” 


Heinrich New Accounts Mgr. 


William J. Heinrich, assistant secre- 
tary of Allstate Insurance Co., has been 
appointed manager of the company’s 
national accounts branch, filling the 
vacancy left by the death last year of 
Milton J. Kushner. 

In his new capacity, Mr. Heinrich will 
supervise the auto and truck fleet ac- 
counts of the company. Handling of the 
accounts will be facilitated by the com- 
pany’s 103 claim service offices through- 
out the country. 


WANSHIP DAM PROJECT IN UTAH 

Aetna Casualty & Surety Co., through 
its San Francisco office is surety for the 
Utah Construction Co. of San Fran- 
cisco and Salt Lake City on the contract 
awarded for the construction of the 
Wanship Dam, Weber Basin Project, 
located 25 miles east of Salt Lake City. 

The Utah Construction Co. was 
awarded the contract by the U. S. 
Bureau of Reclamation at a price of 


$2,423,004. 


Unsatisfied Judé. Bill 


(Continued from Page 28) 


workmen’s compensation legislation, the 
executive committee stood in favor of 
a long range program. Committee mem- 
bers were of the opinion that efforts 
should be extended to gain the backing 
of employer groups to spearhead fur- 
ther compensation legislation, after the 
November elections. 

It was decided that valuable experi- 
ence might be gained from observing the 
results of association efforts for similar 


GAUL NAMED SPECIAL AGENT 
The Saint Paul Companies have an- 
nounced the appointment of Bernard 
G. Gaul as special agent in the bond 
department, with headquarters at the 
Detroit office. His appointment fills the 
vacancy created by the resignation of 
James A. Hughes. He joined the Saint 
Paul Cos. in April of this year and since 
that time has been serving in the bond 
department of the Kansas City office. 





compensation legislation at the coming 
session of the legislature. 








WISHING 


WON'T GET YOU 


PROTECTION... 





BUT JUST $10° WILL! 








Accidents do happen! A guest slips on your 
steps, your child damages a neighbor’s property, 


your dog bites the mailman. All may be 
unavoidable, but you may be liable! 


Don’t take chances! For $10 our Comprehensive 
Personal Liability Policy gives you $10,000 
protection the year ’round...three years only 
$25! And you and your family household 

are covered for any occurrence (except auto) 
due to personal activities anywhere! 


Write our Agency & Production Department 
for our agent nearest you—he'll be glad 

to furnish this protection—so important during 
the active summer months! 


*slightly higher in a few territories 


AMERICAN SURETY 


COMPANY 


100 Broadway * New York 5, N. Y. 


FIDELITY * SURETY * CASUALTY » INLAND MARINE © ACCOUNTANTS LIABILITY 
AVIATION INSURANCE THROUGH U. S. AIRCRAFT INSURANCE GROUP 
OF WHICH WE ARE MEMBERS 











WISHING 


WON'T GET YOU 
PROTECTION 
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. and to help you sell the 
Comprehensive Personal Liability 
Policy, American Surety is running a 
timely advertisement in business 


magazines .. . reprinted 


immediately to the left. 





“Mailroad to Prorits”—this letter- 
size sales bulletin is mailed to 

our agents monthly. Each issue 
highlights a particular line; offers 
practical ideas to help them sell. 
The current issue features this line. 
“Mailroad” is typical of the valu- 
able help American Surety agents 
receive from their Company. If 
you'd like to get further informa- 
tion and a copy of “Mailroad to 
ProFits” just use the coupon below. 








So ee eee a eee 
{| AMERICAN SURETY company 

J Agency & Production Department 

l 100 Broadway, New York 5, N. Y. 

| Please send me additional information 

i about your sales aids and a copy of 

1 the current issue of “Mailroad to PROFITS.” 
| | ne ae - ae 
thine Seas es ute oa 
I Address___ — 
{ Street 

I City. State. 
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N. Y. State Ranks High 
In Compensation Costs 


IN 57 OF 67 RATING CLASSES 
Study by Keiper, Commerce & Industry 
Assn. Consultant, Shows Comparison 


With 9 Other Industrial States 





Workmen’s compensation costs in New 


York, 


compared with nine other large 


industrial states, are the highest in 57 
out of 67 rating classifications and a 
strong second in the other ten. 

In considering medical costs, New 


York ranks highest in 45 of the 67 classi- 
On-the-job fatalities in New 
York, on the average, are about 23% 
greater than in the 10 states combined. 
When permanent partial minor disabiii i- 
ties are considered, New York approaches 
a new peak of dubious leadership by 
pedaling 72% more such cases, on the 
average, than all ten states together. 

These findings, revealed recently by 
the Commerce & Industry Association 
of New York, Inc., are reported by Dr. 
Joseph S. Keiper, economic consultant 
of the association’s continuing study of 
New York workmen’s compensation costs 
and administration and associate pro- 
fessor of economics at New York Uni- 
versity, in “Studies in Workmen’s Com- 
pensation.” This study is in preparation 
as the fourth in a series of volumes on 
the subject to be published by the asso- 
ciation. 

The facts developed by Dr. Keiper 
strongly suggest that forces at work 
in New York which are spiralling costs 
are fundamental and central rather than 
restricted to a particular industry or lo- 
cation within the state. 


Three Tests Given 


fications. 


“ 


Under the chapter heading “Compen- 
sation Experience and Costs in Ten In- 
dustrial States,” Dr. Keiper compares 
and analyzes data applying to New York, 
California, Connecticut, Illinois, Mary- 
land, Massachusetts, Michigan, Missouri, 
New Jersey and Wisconsin. In inter- 
preting the results, he points out that 
adequate recognition had been given to 
the differences involved, including the 
compensation laws and benefit levels in 
the various states. These three tests 
were made to determine how New York 
ranks with the others on costs: 

1. Comparison of 67 occupational rat- 
ing classifications representing similar 
hazards in each of the 10 states for the 
years 1947 - 51. 

2. The New York 
occupational rating 
pared with Wisconsin, 
eral” state. 

3. Comparison of multi-state company 
experience, both insured and _ self-in- 
sured. 

Sixty-seven rating classifications were 
analyzed, he explains, to compare 
the number of disabilities and the 
of cash and medical payments for such 
groups as clerks, bakers and carpenters 
In this way like hazards were compared. 
The 67 classifications represented 71% 
of the auditel payrolls of workmen’s 
compensation, and 56% of all losses. 
“Again and again, it becomes appar- 
ent,” Dr. Keiper comments, “that while 
New York spends considerably more for 
medical care than any other state, the 
effect is apparently to lengthen the 
period and severity of disability. This 
fact, together with the venal activities 
of some physicians as exposed by More- 
land Act Commissioner Dawson, suggest 
that the free choice privilege of the 
worker has too often meant only choice 
fees for the doctor.” 

It was found that New York has, on 
the average, 24% fewer temporary dis- 
ability cases than does Wisconsin. While 

its death cases average 6% above, New 
York averages 120% more permanent par- 
tial major cases than Wisconsin and its 
rate of permanent partial minor disabili- 
ties exceeds Wisconsin by no less than 
250% 


N. Y. Losses 101% 


In comparing the losses incurred per 
$100 of payroll, even though Wisconsin 


for 67 
com- 


“lib- 


experience 
classifications 
noted as 


so aS 


cost 


Over Wisconsin 





is considered “more liberal,” the com- 
bined indemnity and medical costs in 
New York on the average exceeded Wis- 
consin by 101%. Indemnity expense in 
New York for all disabilities is 133% 
higher and medical expense alone is 
greater on the average by 56%, despite 
that compensable disabilities are 1% 
less in New York than in Wisconsin. 

A questionnaire was sent to approxi- 
mately 600 multi-state insured and self- 
insured employers who have similar op- 
erations in each of the 10 states and also 
in Pennsylvania. Of 126 completed forms 
received, 59 were analyzed. The re- 
mainder were excluded for a variety of 
reasons since they did not meet the 
standards of the study. 

Of 23 self-insured employers reporting 
various operations here, 21 showed a 
higher proportion of disability claims 
than would be warranted by the propor- 
tion of their employes working in New 
York State. Only two companies had 
better record in New York with respect 
to total disabilities than in other states. 

Among insured employers, 23 of the 
36 companies reporting showed a much 
higher rate in New York than in the 
other states combined. Here again tem- 
porarv disabilities and permanent partial 
disabilities are disproportionately high 
when related to the percentage of em- 
ploves working in New York. The 
tendencies of both grouns are similar 
and, if anything, the self-insured experi- 
ence with respect to the two tvpes of 
disabilities included and the indemnity 
payment seems poorer than the insured 
experience. Data is inconclusive, how- 
ever, on this point. 


Conclusion Reached 


This is the conclusion reached by Dr. 
Keiper: “Serious as are the implications 
of this extra charge on New York’s pro- 
ductive efforts in competition with other 
states, even more alarming is the appar- 
ent imbalance between the enormous 
costs and the quality of the benefits to 
an injured worker. If these results are 
not enough to stimulate certain funda- 
mental evaluations of New York work- 
men’s compensation system, the obvious 
tendency to evolve—without legislative 
enactment—a program of health insur- 
ance to cover the risks of living as well 
as the hazards of working should pro- 
vide the necessary motivation.” 





A. & H. Premiums Set New High in 1953 


(Continued from Page 30) 


panies amounted to $1,589,639,904 or 
70.0% of the total, while those written 
by 278 fire and casualty companies were 
$682,147,097 or 30.0% of the total. In 
1952. life companies accounted for 68.2% 
of the aggregate while property compa- 
nies accounted for 31.8%. 

The 278 property companies writing 
accident and health are now sounder 
than ever before with assets of $9,944,- 


Group Accident and Health 


PACED SONU Ss hr ad vente acaias ee aie se 


Health only 
Accident and Health 
Non-Cancellable Accident and 
Hospital and Medical Expense 
Total Accident and Health Business 


024,122, compared with assets of $8,490,- 
118, 881 in 1952. This is a gain of 17.1%. 
Liabilities of these companies increased 
from $5,703,418,707 in 1952 to $6,704,717,- 
727 in 1953, a gain of 17.6% while sur- 
plus to policyholders rose from $2,786,- 
700,174 in 1952 to $3,239,306,395 in 1953. 
Ratios of losses incurred, including 
adjustment expenses, to premiums 
earned for individual accident and health 
lines of life and property companies: 


1953 1952 Inc. or Deer. 
Jo % in Loss Ratio 
By SESERS Nee tees 85.6 86.3 —. 
S65 bs Senin 41.2 40.1 +111 
Bd wanes ae 54.0 —2.8 
was Blais a Are 50.3 52.4 —2.1 
eee 47.2 50.8 —3.6 
beeing 54.8 53.6 +1.2 
sitemeter 70.2 70.8 — 6 





s. H. Sieben, bi Siaiader 
Of American Surety Branch 


The American Surety Co. has ap- 
pointed Samuel H. Melrose, Jr., as 
manager of its Seattle branch succeed- 
ing the late Kenneth F. Warrack. 

Mr. Melrose was employed as a casu- 
alty underwriter in the Seattle branch 
in May, 1947. He was transferred to the 
Portland branch in February, 1950, as 
superintendent of casualty and later be- 
came special agent. On February 1, 
1952, he was promoted to assistant 
manager of that office and was subse- 
quently transferred to the San Fran- 
cisco branch in the same capacity. 

A graduate of the University of 
Washington, Mr. Melrose is a son of 
the former resident vice president of 
the Seattle branch, S. H. Melrose, Sr., 
retired. 


NORMAN J. VOLK PROMOTED 

The American Surety has appointed 
Norman J. Volk as superintendent of 
casualty in its Cleveland branch. He 
joined the company in November, 1952, 
as a casualty underwriter. He majored 
in business administration at John Car- 
roll University. 





rm 


PEERLESS 








Old New England errr 


Incorporate 


REINSURANCES. e 


AND LIABILITY LINES e 


FIRE AND 
FIDELITY AND SURETY BONDS © 
ACCIDENT AND HEALTH 


da 1901 


INLAND MARINE 
CASUALTY 


BURGLARY e SPECIALIZED LINES AND EXCESS COVERS 


ESS CASUALTY COMPANY, KEENE, NEW HAMPSHIRE 





Named Casualty Manager in 
Phila. by Amer.-Associated 


Joseph L. Britton has been appointed 
by American-Associated Insurance Cos. 
as casualty manager in their Philadel- 
phia branch office whose resident vice 
president is Donald P. McKay. A Rut- 
gers College and School of Law grad- 
uate, Mr. Britton’s insurance career 
started in 1941 in Fire Association’s ac- 
counts department. He served in the 


Army Air Force in World War II and 
then returned to Fire Association in 
1946, resigning the same year to enter a 


local agency as office manager and un- 
derwriter. 

In 1948 Mr. Britton joined the Phila- 
delphia branch of Hartford Accident & 
Indemnity as compensation and public 
liability underwriter, and was later made 
department supervisor. In 1953 he left 
to become superintendent of Manufac- 
turers Casualty’s eastern division, com- 
pensation and liability department, from 
which post he joins the American- 
Associated Cos. 


Social Security Bill 
(Continued from Page 30) 


be the provision of basic protection. The 
proposal to raise the annual tax and 
benefit base from $3,600 to $4,200 is not 
consistent with this purpose. The in- 
crease would discourage the acquisition 
of additional voluntary protection. Extra 
benefits would go chiefly to those people 
best able to purchase additional security 
on a voluntary basis. 

“A range of benefits sufficiently great 
(and larger than ever before) can be pro- 
vided without an increase in the $3,600 
base. It is possible that an increase will 
be needed in the future, but certainly it 
is not called for now. 

“There is no need to take into account 
higher than average earnings in de- 
termining benefits. Such a course would 
foster a national pension plan rather 
than a basic floor of protection. We, 
therefore, believe the wage base should 
not be changed. 


Conclusion 


“We believe that simplicity of pro- 
visions and operation are to be strived 
for. Public understanding and sympathy 
for any measure of government is di- 
rectly related thereto. 

“The purpose of social security should 
be to provide a minimum benefit level on 
which the individual can build an 
adequate program for retirement bene- 
fits. If our economy is to remain one of 
private enterprise and our society to 
continue to enjoy the traditional ad- 
vantages of a democratic system of gov- 
ernment, our social benefits program 
must be geared to furnishing a_ basic 
floor of protection against want. 

“We do believe that these objectives 
will be frustrated by the inclusion of the 
above discussed proposals—the injection 
of medical determinations into OASI 
and the increase in the wage base.” 
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THE NEW 1954 INSURANCE ALMANAC 


1200 PAGES OF WHO, 
WHAT, WHERE, WHY AND 
HOW OF INSURANCE 


COMPANIES: Officers, directors, lines written, 
territory covered—Fire, Casualty, A & H, Life 
(domestic and foreign). Stock, Mutual and Recip- 
rocal. Insurance groups. 


ASSOCIATIONS: National, state, and local organi- 
zations of buyers, and fire, casualty and life 
underwriters. Who’s Who in them. When and 
where they meet. Committees, etc. 


THE STATE: Insurance supervising officials, their 
deputies and assistants. When Legislative ses- 
sions sit. State requirements for agents and 
brokers. 


DATES: Dates and places of important insurance 
conventions. Legal holidays. 


DIRECTORIES: Listings of leading agents and 
brokers; actuaries, adjusters. 


THE PRESS: Complete lists of insurance journals 
and company house organs. Names of editors and 
publishers. Purposes, fields covered. 


STATISTICS: Tables showing financial condition 
of companies, premiums and losses by classes. 
Life insurance growth, payments to policyholders. 


“IF YOU DON'T KNOW, LOOK IN 
THE INSURANCE ALMANAC!" 


MAIL THIS 
COUPON TODAY 


How good is your insurance memory? Your business 
... more than most . . . depends on your ability to 
put your finger on important facts at a moment’s 
notice. But chances are, your memory is no better 
than your reference books. 


THE INSURANCE ALMANAC ean serve as your 
“insurance memory”. Here, in one large volume, you'll 
have most of the facts you need right at your finger- 
tips. 


For instance, you'll find detailed information to answer 
your prospects’ questions about companies and agen- 
cies. You’ll find names, facts, and statistics on 1,700 
companies. The Almanac tells you what lines they 
write, what territories they cover. And these are just 
a few of The Almanac’s valuable features. 


This famous, fact-filled 1200-page book is the most 
widely used reference work in the business—and the 
lowest priced! Glance at the list of subjects it covers 
on the left ... then don’t delay . .. send for your copy 
at once. It’s still just $5.00! 





WHO’S WHO IN INSURANCE: This standard volume 
contains the biographical sketches, home and office 
addresses and positions of more than 4,000 leading 
insurance officials, agents, etc. A valuable companion 
to THE INSURANCE ALMANAC. $5.00. 











THE WEEKLY UNDERWRITER 
116 John Street, New York 38, N. Y. FORM 


ORDER | 
[] Please send the 1954 INSURANCE ALMANAC. | 
My $5.00 is enclosed. | 
[-] Please send THE ALMANAC and WHO’S WHO | 
IN INSURANCE. My $8.00 is enclosed. (Special 
Combination Price) | 
[] Just send me WHO’S WHO IN INSURANCE. 

My $5.00 is enclosed. | 
| 
| 
| 

















Yes, Jimmy is staying with the gang. When the Little 
Tigers trot out on the baseball diamond or football 
field, he'll be right there with them. In some families 
when Dad’s gone, it means fighting your way into a new 
gang in some other neighborhood. Although Jimmy’s 
too young to know it yet, he’s got a thoughtful father 
and a wise insurance man to thank that this isn’t going 
to happen to him. For by paying off the mortgage 
balance on his home and by providing his mother with 
a regular, guaranteed income, life insurance is saving 
him from a series of difficult and upsetting adjustments. 
Some day, when Jimmy looks back, he'll realize how 


much he owes to life insurance. 


Security for the children and peace of mind for the 
mother—both become possible through the foresight 
and perseverance of a life insurance salesman. How 
many other professions return so much in satisfaction, 
do so much for others in periods of such great need? 


FETNA LIFE INSURANCE COMPANY 


HARTFORD 15 


CONNECTICUT 





